XUM 








[LEADING LIFE GURANCE WeEKLY 
The National Underwriter 


LIFE INSURANCE EDITION 





THURSDAY, MARCH 9, 1922 


ARE 
YOU 
INTERESIED? 


I WANT A POLICY 


Bur I CANT PAY 
LET THESE CHIC HENS 


PAY FOR IT WITA THE 
EGGS - TAEYD Do yi 


IN Ef, | 





Life Insurance Men— 


A Contract with our Company will 


insure you a prosperous year. 


BEST COMMISSIONS—BEST POLICIES—WRITE US 


RESERVE LOAN LIFE INSURANCE COMPANY 


Indianapolis, Indiana 

















~$101,066,946. 


New Business Paid for in 1921 


(Revivals and Increases Included) 








Twenty-Ninth Annual Statement 
Missouri State Life Insurance Company 


STATEMENT AS OF DECEMBER 31, 1921 


ADMITTED ASSETS 


First Mortgage Loans on Real Estate. $22,306,752.53 
Real Estate (Home Office Building, 





LIABILITIES AND SURPLUS FUNDS 


Policy Reserves .................... $28,409,391.09 
Policy Claims in Process of Adjust- 











nd ce niccteeeeenie 225,078.69 
Dl .vivedienecciukeavetevanheeee 761,161.73 Premiums and Interest Paid in Ad- 
Loans to Policy Holders on Com- a 308,822.09 
SE ee 6,413,757.99 Dividends Left on Deposit with Com- 
United States Government and Mu- et ae ee oe Be aaa Sw 494,639.18 
enue een 191,857.28 Reserved for Taxes Payable in 1922. . 247,400.23 
Premium Notes on Policies in Force.. 425,511.72 All other Liabilities (including Unpaid 
Cash in Home Office and Banks not Bills and Medical Fees) Sevccesecees 113,350.75 
EE on cnncdacsnecckias 112,994.18 — —— Freee pay aos : 
. xcess Guarantee Fund to Protec 
— in Banks on Interest........... 1,394,347.87 Policy Holders, inclading Dividends, 
ccrued Interest on Investments..... 1,103,551.42 Provisionally Apportioned and Set 
Outstanding and Deferred Premiums. 1,121,844.59 Aside, Unassigned Surplus, and Cap- 
CTT ee ee came 12,723.60 ital Stock of $1,000,000............. 4,045,820.88 
$33,844,502.91 $33,844,502.91 
* 
Outstanding 1921 Records 
New Premium Income................... $ 2,537,598.50 Miscellaneous Income (net)..............$ 384,452.28 
Total Premium Income................... 10,217,436.97 Total Income for Year (net).............. 12,359,993.22 


Income from Investments................ 


1,758,103.97 


Increase in Total Income over 1920...........7......... 


Paid policyholders and added to funds held for their benefit during 1921 ............................... 


es OEE err 


Stability and Growth 


Admitted Assets 
Dec. 31, 1917 
$17,025,067.71 
Dec. 31, 1918 


$19,895,653.58 


Dec. 31, 1919 
$23,096,073.03 


Dec. 31, 1920 


$28,213,266.79 


Dec. 31, 1921 


$33,844,502.91 


PESO ee ay ee ern $ 1,337,664.78 
7,979,057.05 
5,631,236.12 


Insurance in Force 
Paid for Basis 


Dec. 31, 1917 
$156,948,542.00 
Dec. 31, 1918 
$176,746,636.00 
Dec. 31, 1919 


$219,415,635.00 


Dec. 31, 1920 


$302,328,804.00 


Dec. 31, 1921 


$340,417,028.00 


‘‘We Are Going Forward’’ 


MISSOURI 


STATE LIFE 


INSURANCE COMPANY 


M. E. Singleton, President 


Life Accident 


Home Office: St. Louis 


Health Group | 
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SUCCESSFUL MEETING 
OF MEDICAL SECTION 


Special Attention Given to Heart L 


Disorders at Gathering at 
French Lick 


CRAWFORD IS CHAIRMAN 


Specialists Read Important Papers— 
Next Meeting to Be Held at 
Chattanooga, Tenn. 


FRENCH LICK, IND., Mar. 4.— 


With a record breaking attendance of 


250, the twelfth annual meeting of the 
medical section of the American Life 
Convention was held here this week. 


rhe gathering brought out some of the 
best medical talent in the country. <A 
majority of the time was given over to 
a heart symposium which proved to be 
particularly interesting. Three well 
known heart specialists, Dr. Selian Neu 
hof, of New York, Dr. L. F. Barker, of 
Baltimore, and Dr. Charles Lyman 
Greene of St. Paul contributed import- 
ant papers to the subject. In the dis- 
cussion which followed, Dr. Henry W. 
Cook of the Northwestern National of 
Minneapolis and Dr. W. F. Milroy oi 
the Bankers’ Reserve read specially 
prepared papers. While other topics 
were, of course, given consideration on 
the program, the more important 
eases of the heart received major 
sideration. 


dis- 


con- 


New Officers Named 


Dr. G. B. Crawford of Cedar Rapids, 
la., was elected chairman of the medical 
section at the business meeting held at 
the close of the first day’s session. Dr. 
Henry W. Cook of the Northwestern 
National Life was named vice-chairman, 
and Dr. F. L. B. Jenney of the Federal 
Life of Chicago was reelected secre- 
tary. The meeting next year will prob- 
ablv be held at Chattanooga, Tenn., 
where it was scheduled to take place 
this year, but changed on account of 
the combined meeting of the American 
Life Convention executives and mem- 
bers of the Medical Inspection Bureau. 
President H. R. Cunningham named 
the following committee to proceed with 
the necessary arrangements for con- 
solidating the medical impairment bu 
reau of the American Life Convention 
with the Medical Information Bureau; 
Charles G. Taylor, Jr., Atlantic Life; 
L. J. Dougherty, Guaranty Life; George 
Graham, Central States Life; Dr. H. A 
Baker, Kansas City Life, and Dr. F. 
L. B. Jenney, Federal Life 

English and Turner Speak 


Dr. C. H. English of the Lincoln 
National, presided as chairman while 
at the speakers’ table throughout the 


meeting was Dr. F. L. B. Jenney of the 


Federal Life of Chicago, secretary ot 
the medical section. , 
Dr. M. L. Turner of the Western 


States Life of Des Moines gave an in- 
teresting talk entitled, “What 


Iowa 
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RMON 
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MOY SM MAYVQW A DD SS \ 


NOTES OF THE FRENCH LICK MEETING 


AST 
tives and 
American 


gathering of execu 
directors of the 
| Convention at 
French Lick, Ind., was supposed pri- 
marily to be the 12th annual meeting 
of the medical section of the organiza- 


week's 
medical 
Life 


] agents in the field are demanding serv 


tion with a special meeting of the Amer- | 


ican Life Convention proper thrown in 
on the side. However, when the meet- 
ing opened it looked very much more 
like an annual gathering of the Amer- 
ican Life Convention than a meeting 
of the medical directors alone Such 
familiar figures as J. B. Reynolds, of 
the Kansas City Life, H. R. Cunning 
ham of the Montana Life, Isaac Miller 
Hamilton of the Federal Life of Chi- 

W. Randall of the Minnesota 
Henry Abels of the Franklin 
W. Appleby of the Ohio Na 
tional, and Charles F. Coffin of the 
State Life of Indiana were in evidence 
Many of the executives 


cago, E 
Mutual, 
Life, T. 


remained 


through the sessions of the medical sec- 
tion Everything considered, it was 
probably the most largely at‘ended 
meeting of the medical section in the 


Certainly 
of com- 


history of the organization 
it brought out a larger number 
pany officials than ever before. 


* * * 


Mrs. F. L. B. 


Jenney, wife of the 
medical director of 


the Fe de ral 


Chicago, was chairman of the entertain 
ment committee at the French Lich 
meeting, and particularly looked after 


the welfare of the ladies in attendance 





On the first afternoon there was a tea 
that was largely attended, and on th 
afternoon of the second day a bridg 


Both were pronounced 
Each evening there was a 
dence in the lobby All of the wives 
ind daughters who went to the French 


party was given 


successes 


Lick meeting gave every appearance 
of having a good tim Mrs. Jenne} 
proved to be a _ graceful and able 
hostess 
* * * 

It was evident as the discussions pr: 
eressed that life insurance medical men 
ire becoming more and more company 


executives in the broadest sense of the 


they are no 


word That is, longer con- 
fining themselves entirely to the medi 
cal department The modern medical 


interesting 


company 


apparently 
| 


conduct of his 


director is, 
himself in the 
as a whole. He is realizing more clearly 
that the medical department is definitely 
related to all other departments of the 


quit 


company It is not a thing unto itself 


in these days of keen competition, 


Medical Directors Are Doing.” Dr 
Turner explained that the m« i 
rectors of lowa organized a state asso 
ciation in 1915 to meet % 


Association 


as the lowa State Medical 

twice a year. The principal object of 
the association is to secure more un! 
form examining methods on the part of 


local examiners. A record of the exan 


siners used by Iowa life companies 
throughout the state was col pile 1 
These ex miners re rated cording to 
their ibility and the records show 
whether thev are careless or incompet- 


examiuncrt 


result 


ent. The caliber of Iowa 


has been greatly improved as a 


ce hey want policies issued prompt 
ly They want to feel that they are in 
direct touch with their home offices 
ind that they are being rendered the 


best service possible. No company can 
extend quick and satisfactory service to 
force if its medical d 
is not willing to eliminate red tape, and 
study ways and means of improving the 
policy writing service. A life company 
ay develop an excellent 
handling business at the home 
but, if the medical department does not 
fit into the program, the whole plan is 
upset. rhe medical department is an 
the machine, and the 

edical directors may 
the character of 


ce that a company renders to its 


its agency rector 


ystem tor 


office, 


portant cog in 
attitude of the n 
lor 


influence 


gery 


agents, 

Many of the medical men who were at 
the French Lick meeting gave every 
evidence of being aware of the neces- 

S ying me office method 
tices » il of the spt ikers 
] ‘ 1 sury ¢ knowledge of the 
tive of the business. Ap 
parently the old type of medical dire« 
t ho isolated hims¢ and refused 
to be anything but a medical director 
he rictest erpretation of the ter 
2 i ly l app¢ ' v tro l the SLC ‘ 
\ i matter of cessity the I der 
1 ] ] d recto 1 st b b 1 { iuged 
be imiliar with eneral ho eo 
I ind mus ow w to 
his tment to the ctivities of the 
rest tl ho fhee departments 
* * 

H. R. ¢ im, vice-president and 

era ( of the Montana I 
i d resid t ol the \r erican | 
Co ent led co iderabl to | 
popularity by the manner in which | 
open +] t session of the er 
ican Life Convention and the Medical 
Se of the Ameri Life Conve 
t t French Lick last weel M 
( hat has a} ipT and pl isi 

unner as presiding officer In mal 
i his roducto ‘ s Mr. Cur 
' of} ‘ 1 ¢] } | vy presid ts 
of al rganizatio1 were supposed t 
( mn 1 Tew I W I Lans d i ince 
o1 ell rke it ideas for re rms 
a = a. Instead. he said that 
} ‘ led to « +] e 1 the hriefest 

| . le th purp of the eet 
ing he d in short order He 

t the « vent vn to a ess 
a n auick t ‘ ind kept it there 
throughout the time that the gather 
was in sessio!1 
tt oO tro D1 Turner s l i 1 

Ie] ¢ the con panies have bene- 
ted great } reas ot the ct ft t 
] ] l « er follows wel 
1 ( 1 edt re i} ng 1 ex 


Approve State Association Idea 


Ty \"\ BR ( rT nter of thy Columbu 
vf y =e ' | ¢ 1 

: wiper outlinit what the Ohio Ass 
ition of Medical Directors had done 
Ernest W. Spicer. president 

;w | | it 

tl American Bankers Chicago 
dorsed strong! the idea ft a more 


(CONTINUED ON PAGE 22) 


| Ohio 
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LEASED OVER MOVE TO 
CONSOLIDATE BUREAUS 


| Affiliation of American Life Con- 


vention Companies With M. 
I. B. Is Significant Change 


MEANS IMPROVED SERVICE 


Life 
Highly Gratified Over Consolidation 


Western Insurance Executives 


of Medical Impairment Bureau 
IND., 


NCH LICK, March 4 


Without exception, the American Life 
Convention executives who attended the 
pecial meetii of that body here this 


week have expressed the opinion that in 
voting to afhliate with the Medical In- 
ation Bureau (M. I. B.) the Amer- 
Life Convention took one of the 


most important steps in its history, The 
theials of American Life Convention 
companies have all exhibited gratifica- 
on and satisfaction over the confirma- 

oi a move that has been discussed 


nonths. 


planned tor 


Tro Be One Central Bureau 

he es hment of one central bu 
tee ' or 

ul will circulate medical impail 


that 
will be more 
sely welded together. Under the new 


companics ol the 


ent intormation means eastern 


npanies 





common interest 
ilry will disappear 


will, after the present ar 

ingements are completed receive and 

rculate medical impairment informa 

t irom 97 percent of the life insur- 

ce co inies doing business in th 

ountry Chere will be no duplication 
I cllort 


Will Have 
American Life 


Associate Memberships 


Convention compan 


ll now join the Medical Informa 
bureau as associate members. The 
roverning associate membership 
tat Such associate member shall be 


nted in the Association of Life 


insurance Medical Directors by dek 

ites selected for tl purpose, and the 

ber of delegates representing any 

group shall be in proportion to the 

e ot b ess done by that group, 

compared with the volume of busi 

ne done by the full membership com 

cs ] purposes ol! issociats 

s] | the cou ry has been d 

vided into cight sections each designated 
I nitial letter a follows 


Divisions of Sections 


N, comy g the New England 
Stat New Yorl \ (Atlantic) in- 
clu pa I Ivar i Vcw Jersey 
West Virginia, Kentucky and the Di 
trie ( M nd | (Southeaster 
Ssasen) aanies : Nort! ad Sout! 
( ol Tennessee, Georgia, Florid 
\ i i ind Mi SISSIPp!,; (y (Great 


composed of W 
Illinois, Indiana and 
States) made up of 


\Western group) scon 


Michigan, 


P, (Prairie 





THE NATIONAL 





North and South Dakota, Minnesota, 
Nebraska, Iowa, Kansas and Missouri; 
W (Southwestern States) composed of 
Texas, Oklahoma, Arkansas and Louisi- 
ana; M (Mountain States) consisting of 
Montana, Idaho, Wyoming, Utah, Colo- 
rado, New Mexico and Nevada; C 
(Coast States) consisting of Washing- 
ton, Oregon, California, Alaska and Ha- 
waii; K is the symbol for Canada, and 
F is the symbol to be used in connec- 
tion with foreign business. 
Jenney’s Splendid Work 


Dr. F. L. B. Jenney, medical director 
of the Federal Life of Chicago has 
served as secretary of the medical im- 
pairment bureau of the American Life 
Convention, Dr. Jenney was the re- 
cipient of many compliments at the 
French Lick meeting over the manner 
in which the American Life Conven- 
tion’s medical impairment bureau has 
been managed. While he was respon- 
sible for the carrying on of the work, 
Dr. Jenney gave considerable attention 
to it. He worked out many of the de- 
tails, and took care to see that every- 
thing was kept in good running order. 
Much credit is due him for the efficient 
manner in which the bureau was oper- 


ated. 
Work of Eastern Doctors 


Dr. Oscar H. Rogers, the medical 
director of the New York Life and Dr. 
A. S. Knight, head of the medical de- 
partment of the Metropolitan were con- 
spicuous figures at the French Lick 
meeting. They were both on the com- 
mittee of the M. I. B. which met with 
the American Life Convention commit- 
tee for the purpose of completing ar- 
rangements for the western companies 
to affiliate with the eastern organization. 
It is understood that Dr. Rogers was at 
first somewhat reluctant to make any 
great modifications in the membership 
requirements of the M. I. B., but that 
later he became a staunch supporter of 
the idea. In fact, he and Dr. Knight 
are credited with wielding the influence 
in the east that brought about the com- 
pletion of the various details. Both 
Dr. Knight and Dr. Rogers were called 
upon to talk at the French Lick meeting 
and were warmly received. 


DISCUSS INVESTMENT ACT 


Robertson Law in Texas to Be 
Brought Before Next Legislature 
for Repeal 


Texas continues to feel the burden 
and financial oppression caused by the 
Robertson compulsory investment act 
applying to life companies and already 
there has been a campaign started to 
repeal or modify the law when the 
legislature meets next January. 

F. Z. Bishop, a Texas developer, ran 
a whole page advertisement in large 
black faced type in Sunday newspapers 
in which he assailed the Robertson law. 
Of it, he said in part: 

“The business interests of San An- 
tonio and other cities and towns in 
this territory should assist me in re- 
pealing the Robertson insurance law. 
As you know, this law was fostered by 
a few Texas insurance companies for 
the purpose of driving the big insur- 
ance companies out of the state. It 
had the desired effect, as it certainly did 
drive them out. They were commenc- 
ing to loan money on Texas real estate 
at 5 percent interest, but this did not 
suit the local insurance companies who 
had money to loan, and that is the 
reason the Robertson Insurance Law 
was introduced in.the legislature and 
became a law. I have been assured by 
the officers of a great many of the larg- 
est insurance companies in the United 
States that they would loan millions of 
dollars on Texas farm lands, residence 
and business properties on long terms, 
if the Robertson law was repealed.” 


The leading agents of the Interna- 
tional Life for January in paid business 
were Jack V. Keenan, A. G. Hall, P. C. 
Schwartz, J. P. Woodruff and Mrs. C. R. 
Downes. 
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“USE BOOMERANG” PLAN 


OREGON LIFE MAN’S ADVICE 


Method of Turning Prospects’ Argu- 
ments Against Them Explained at 
Portland Sales Congress 


W. C. Schuppel, agency supervisor 
for the Oregon Life company, who 
spoke on “Meeting Objections” at the 
recent sales congress in Portland, told 
the delegates that the “boomerang” 
method of meeting objectors was one 
of the best systems. 

“Turn the prospects’ arguments into 
arguments for yourself,” he advised. 
“There is no trouble doing this because 
there is not a single argument against 
life insurance. When a man tells you 
he can’t save, reply to him that a life 
insurance policy will teach him how to 
do so. If he says he has no dependents, 
point out to him that there ts likely 
to be a gray-haired man dependent 
upon him some day and that man, him- 
self. If he says it costs too much, tell 
him the law of mortality sets the cost 
and that you have a law, that of aver- 
ages, with which to beat it. If the 
prospect says he doesn t expect to die, 
tell him you wouldn’t insure him if 
you had had such an expectation. 

” “Don’t use the dynamite method, that 
is, flatly contradicting a man or giv- 
ing him a sarcastic smile, unless it is 
the last resort. It works only a few 
times in a hundred. 

Four Cardinal Principals 

“There are four cardinal principles 
in selling insurance: noe 

“1, Everyone needs it and it is up to 
the salesman to believe in this premise 
himself. There are no exceptions. 

“9 No sale will be made without ob- 
jections being raised by the prospect. 

“3 Know that every objection can 
be met, and learn beforehand how to 
meet it. 

“4 Success is not dependent on the 
company, the home office, advertising 
or other elements. Ninety per cent ol 
success is due to the agent himself. 

Frank King, of the Mutual Benefit 
Life Insurance company, quoted figures 
to show that 60 percent of life insur- 
ance on the lump sum basis is wasted 
by widows and orphans. “Income in- 
surance acts as insurance on _ insur- 
ance,” he declared. 

Big Ovation for Shuff 


Life underwriting is becoming one 
of the highly specialized professions 
and gaining recognition as such, John 
L. Shuff of Cincinnati, president of 
the National Association of Life Un. 
derwriters, told the Oregon underwrit- 
ers. “Within ten years I believe every 
university in the country will be teach- 
ing the profession of life insurance 
salesmanship. The time will arrive 
when the standard will be raised to a 
point where a man will not be brought 
into the profession unless he has de- 
voted time to study and preparation for 
the work.” : 

Mr. Shuff received a great ovation 
from his audience and many remarks 
of appreciation from scores of indi- 
viduals for his address. 


Economics and Business 


“Economics and Business” was the 
subject of an address by Dean Stephen 
I. Miller of the University of Wash- 
ington. He pointed out that America 
spends about $60,000,000,000 a _ year. 
Of this amount some $10,000,000,000 is 
available for future purchases. Sav- 
ings, bonds, automobiles, and many 
other items above those actually needed 
for living comprise this $10,000,000,000. 
It is from this sum that insurance is 
bought, he explained. “The bond sales- 
man is the strongest competitor the 
insurance salesman has at the present 
time,” he declared. 





Alfred Parker, vice-president of the 


PLAN FOR NEW BUREAU 
HAS CONFERENCE THIS MONTH 


New Organization Now Has 27 Life 
Companies as Members—Outlook 
Is Very Encouraging 


What is believed to be the first con- 
terence of American life companies 
ever held where company executives 
studied in minute detail the personnel 
and other problems of their agency de- 
partments is taking place at the office 
of the new Life Insurance Sales Re- 
search Bureau at Carnegie Institute of 
Technology, Pittsburgh, this week. 
his conference is a landmark in the 
development of a more careful study 
of agency problems and is likened in 
many quarters to the conference held a 
dozen years ago when the Medico-Ac- 
tuarial Mortality investigation brought 
together a group of companies for the 
purpose of pooling their experience on 
life insurance risks. Company execu 
tives are greatly interested in the forth- 
coming conference which will bring 
together the experience of companies 
on agency matters, just as the actuar- 
ies and doctors brought together the 
companies’ experience on risks. 

Has Twenty-Seven Members 


The Life Insurance Research Bureau 
has made rapid progress during the last 
few weeks in the matter of becoming 
thoroughly organized and the 27 com- 
pany members of the bureau recently 
appointed an executive committee to 
represent them of which Oliver M. 
Thurman, superintendent of agencies in 
the Mutual Benefit, is chairman, The 
staff at Carnegie Tech is already at 
work and frequent trips have been made 
by the members to various companies 
throughout the country. 

The conference opened Tuesday at 
9:30, at which time the original ideas 
of the founders of the Bureau of Per- 
sonnel Research, of which the Life 
Insurance Research Bureau is a part, 
will be given by Edward A. Woods. 
During the next three days the bureau 
staff will conduct conferences for the 
company representatives dealing with 
such subjects as Bureau methods of re- 
search, company record forms, study 
of the present agency force, etc. 

Various company representatives who 
have had experience in particular lines 
of work will give the results of their 
experience, and on Friday the executive 
committee, composed of seven members 
will hold their second meeting at Car- 
negie. At that time it is expected that 
many company executives who have 
been unable to attend the entire con- 
ference will be in attendance to hear 
the result of the work and plans for the 
future. 

Program of the Meeting 


1. History of the Bureau, Edward A 
Woods. 

Mr. Woods, Mr. Hawkins and others 
aided in establishing the Bureau of 
Salesmanship Research which began 
work September, 1916. Ideas of its 
founders 

2 Bureau Methods of Research, C. S 
Yoakum. 

Importance of Studying the human 
factor. 

3. Company Forms and Records Im- 
portant for Research, led by C. F. Han- 
sen. 

a. Personnel Records, M. J. Ream 

b. Application forms: rating scales: 
letters of recommendation; test forms 
and questionnaires. 

b. Adapting forms for particular 
Company needs, Mr. R. A. Meyers. 

ec. Maintaining Personnel 
Miss G. V. Cope 

d. Method of Study, Miss Dorothy 
Goldsmith 


Records, 








Oregon Life Underwriters’ Association, 
urged maintenance of a constant goal 
for the salesman. He should set a 
certain number of prospects to see each 
day and live up to it, he declared. 














JOHN M. HOLCOMBE, JR. 


General Manager Life Insurance Re- 
search Bureau 


i Production Records, led by J. M. 
Holcombe, Jr. 

Varying types of Production records 

Discussion of proposed basis for pool- 
ing records, 

5 Study of Present Agency Force, 
led by J. A. Fulton, 

Methods for use by a group of com- 
panies, 

6. Home Cffice Sales Research, H. A 
Richmond, 

7. The Home Office. 

a. Sales Organization, H. G. Kenagy. 

b Home Office Job Analysis, M. A 
Bills. 


NARCOTIC DRIVE GROWING 


Move Started by West Coast Life Is 
Being Taken up by 
Others 

_The campaign started by the West 
Coast Life of San Francisco to arouse 
public sentiment against the increasing 
use ot narcotics has reached a national 
scope. The company became inter- 
ested in the campaign when it was 
shown by Warden James A. Johnston 
of San Quentin prison that the use of 
drugs had increased during the past few 
years over 1200 percent. Warden John- 
ston stated that most of the drug users 
of the country were under the age of 
twenty-two and were moral and physical 
wrecks. He stated that in his own prison 
the number of addicts was increasing 
rapidiy; that where a few years back 
he had but four addicts to every hun- 
dred inmates he now has eighteen. This 
condition, he stated, was nation-wide. 
and that most of his drug addict prison- 
ers are from other sections of the coun- 
try. 
The West Coast recently issued a 
pamphlet containing an address on law 
enforcement to suppress the traffic by 
Francis V. Keesling, vice-president ot 
the company. his booklet was dis- 
tributed to the other life companies of 
the nation, Favorable response has 
been received from many requesting 
further information and asking for as- 
sistance in the way of suggestions as to 
how to participate in such a campaign 
against the evil. A few companies re- 
plied that conditions in their own home 
town were not serious but it is pointed 
out by the Federal government agents 
that the condition is the same in all 
parts of the United States and that if 
the citizens did not rise and demand 
more drastic laws and law enforcement 
the United States faces the threatening 
and alarming situation of being the larg- 
est user of drugs in the world. 


Western States’ Honor Month 


The Western States Life is putting 
ona month in honor of Marshall C 
Harris, vice-president. The company 
has set the goal for the month at $2.- 
000,000. 
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H. A. HOPF DISCUSSES 
OFFICE ADMINISTRATION 


Says All Policies Should Be Mailed 
Same Day Applications 
Are Received 


SCORES ANCIENT METHODS 


Points Out Various Ways in Which 
Useless Detail Work May Be 
Eliminated 





the interesting non-medical 


heard at 


One of 
talks 
the medical 
Life French Lick, Ind., 
was given by Harry A. Hopf, of New 
York, who spoke on “Office Adminis- 
tration.” 


the special meeting of 
section of the American 


convention at 


Mr. Hopf is recognized by 
life insurance executives as one of the 


authorities on office system and pro- 


cedure. He has particularly studied 


ways and means of eliminating unneces- 
sary routine in the handling of appli- 


cations at the home office. He has 
installed modern systems in - several 
life insurance home offices. No one 


has done more than Mr. Hopf to reduce 
“red tape” in the handling of life in- 
surance applications by the office force. 


Companies Are Years Behind 


Mr. Hopf said that a large number 
of life companies are years behind in 
their administrative work. Business 
increases have been large, and the 


changes in operating methods have not 
kept pace. Simplicity, Mr. Hopf said, 
is the keynote of any business success. 
rhere is to be seen too much confusion 
in the handling of the work in many 
life offices. The procedure, Mr. Hopf 
said, should be standardized In every 
life company Mr. Hopf said there are 


three major departments: medical, 
actuarial, and underwriting or policy. 
These should always be welded to- 
gether. They should be located on one 
floor. Sub-divisions of these depart- 
ments should be reduced so that work 
may be done by employes of average 
ability. Most companies, Mr. Hopt 
leclared, suffer from too many com- 
mittees. There should not be commit- 


tee action in any life insurance company 
instead of individual action Under- 
lying committees, Mr. Hopf said, should 
be used sparingly. 


Salaries Are Inadequate 


Mr. Hopf said that salaries in most 
life company home offices are not stan- 
dardized so as to express the value of 
the work. An adequate salary cuts 
down labor turnover. Mr, Hopf said 
that $100 is the value of the replace- 
ment of an employe The entrance 
wage with most companies is too low. 
Junior officials shculd be allowed more 
freedom of movement, Mr. Hopf con- 
tended. He said that younger men 
should be allowed to take agency trips 
so as to acquire a knowledge of the 
practical side of the business. 

In and Out in One Day 


Mr. Hopf said that the idea to work 
for is the completion of one cycle of 
operation twice a day Chat is, all busi- 
that comes in in the morning 
should be handled and placed in the 
mail by noon, and the process repeated 
again in the afternoon This can be 
done in any well organized systematized 
life office, Mr. Hopf said 

Too Much Detail 


ness 


There are some companies where the 
policy has to go through too many 
hands before it is turned out in com- 
pleted form. He told of one company 
where entries were made from the ap- 


LIFE 


FIX CONVENTION DATE 


WILL GATHER AT MILWAUKEE 


American Life Convention to Meet 
Sept. 20-22 and Legal Section Will 
Convene Sept. 18 and 19 


It is announced that the next annual 
meeting of the American Life Conven- 
tion will be held at Milwaukee, Wis., 
Wednesday, Thursday and Friday, Sept. 
20-22. The legal section will meet at 
the same place Sept. 18 and 19. The 
time and place of the meeting were de- 
cided upon by the executive committee 
at the special meeting of the American 
Life Convention held at French Lick, 
Ind., last week. H. R. Cunningham oi 
the Montana Life is president of the 
American Life Convention. 


plication 24 times before it 
important hands, or. as he styled it, 
before “anything happened to it.” Mr. 
Hopf said that any company that does 
not issue the business the same day 
it receives the application is losing out. 
It is behind the times. Many compan- 
ies are checking their accounts too 
many times. They are carrying the 
checking idea to an extreme. 


got to 


One Company’s Change 


Mr. Hopf told of one company where 
the application passed through nine 
rooms and took three days before a 
completed policy could be issued. This 
company, after considerable thought, 
changed its home office layout so that 
the principal policy work is now con- 
ducted in an open room. The absence 
of dividing walls is desirable in a home 
office, Mr. Hopf said. This particular 
company so revamped its methods as 
to permit the completion ota policy in 
three-fourths of a day instead of three 
days. 

Predigesting Cases 


Mr. Hopf said that in some com- 
panies minor medical officials have ac- 
quired the habit of pre-digesting cases 
so that the medical director is influ- 
enced by what his subordinates have 
done For instance, in some cases the 
junior medical man will mark the ap- 
plication with an “R-?,” indicating that 
he would reject the business In spite 
of a desire to maintain an open mind 
any medical official will be influenced by 
a mark of this character. Mr. Hopf 
said that this practice should be dis- 
continued as it sways judgment. 


Duplicate Records Needed 


Mr. Hopf said that the policy work 
of a life insurance company should be 
done in Gpen rooms without dividing 
walls so that there is no break in the 
routine He declared that it is a mis- 
take to make endorsements on the ap- 
plications for the reason that this prac- 
tice results in all of the information 
concerning case remaining with the 
application here should be duplicate 
records, Mr. Hopf said If all of the 
data on a case is noted on the applica- 
tion the work of properly reporting the 


business is interfered with. Duplicate 


records that centralize the information 
should be made. It is often the case, 
Mr. Hopf said, that various company 


departments are trying to get at the 
information at the same time, and where 
the only record is on the application 
itself the work is slowed up 


May He Important Cog 


In concluding, Mr 


the medical director and the official 
family should cooperate in all cases. 
Most life insurance companies have so 


that the medical director 
must now be something more than a 
medical man He must lend his advice 
to the practical management of the com- 
pany. He must aid the management 
in discovering the weak spots. He must 
counsel with the officials, and give his 


de veloped 


INSURANCE EDITION 


F. HOFFMAN ON CANCER | PITTSBURGH’S REVIEW 


GIVES STARTLING FIGURES 


Statistical Expert of Prudential Says 
That Deaths Due to Cancer Are 
Rising Steadily 


At the meeting of the medical section 
of the American Life Convention held 
at French Lick last week Frederic L. 
Hoffman, the statistical expert of the 
Prudential, called the attention of life 


insurance medical men to the fact that 
deaths due to cancer in the United 
States are increasing each year, and 


that life insurance companies are being 
seriously affected. Mr. Hoffman said 
that last year heart diseases caused 
150,000 deaths in the country while can 
100,000. However, cancer 
increasing, Mr. Hoffman 
said, at the rate of 2% percent a year, 
while deaths due to heart disease are 
on the down grade Mr. Hoffman said 
that the steady increase in cancer deaths 
is a fact that is not being given sufficient 
attention by life insurance medical men 


cer caused 
deaths are 


He said that at the last meeting of the 
Association of Life Insurance Medical 
Directors held in the east no paper on 


submitted 


cancer was 
Attacks Healthy Risks 
Mr. Hoffman said that a study olf 


cancer mortality reveals the fact that 
cancer attacks particularly active, ener- 
getic individuals above 45 It is to be 
found particularly among healthy in- 


dividuals. Mr. Hoffman said that in 
40 years cancer deaths in the United 
States have doubled, and that from 
every country in the world comes evi 
dence of a rising mortality rate due to 
cancer. The figures show that 85 per 
cent of the deaths due to cancer occur 
to those over 45 years of age 
Have Learned Little 
Very little of concrete value has 
been learned about cancer in recent 


with the ex- 


now det 


years, Mr. Hoffman said, 
ception of the fact that it is 
nitely known that coal smoke and coal 
fumes are in way related to the 
development and spread of cancer He 
said that it has been positively demon- 
strated that in communities where there 


smoke 


some 


coal cancer 15 


is an excess oO! 

more in evidence than in communities 
where the smoke nuisayce 1s not so 
marked Mr. Hoffman said that con 


trary to the view generally held cancer 
is not a transmissable disease He d 
plored the fact that while investigations 
of every other form of disease are being 
made on a larg there is at the 
present time, no exten 
examination otf 


c 


scale, 
intelligent o1 
investigation of! 


sive 

cancer deaths being conducted Mr 
Hoffman stated that the medical men 
of the country must know more about 
the force of cancer He said that at 


present scientists do not know just what 
electricity is, but they do know som 

thing about the electricity 
Something of the same idea must be ap- 
plied to an investigation of the spread 
and f cancer, Mr. Hoffmar 


declared 


force of 


growth otf 


views as to possible betterment of the 
service The medical director may 
assume an important place in the home 


office of any life insurance company 
Mr. Hopf said, if he is willing to go 


outside of his capacity as simply a medi 
cal man 





Hopf said that | 


Opens Collection Office 


DECATUR, ILL., March 7 A brancl 
collection agency for 70 counties in cer 
tral Illinois will be established in tl 
city by the Equitable Life of New Yort 


Offices will be transferred here from St 
Louis Location will be in the Standard 
Life building and C. R. Golly, who w 

be in charge of the new office, is ending 
several week's work incident to the 


actual transfer. 








OF ‘INSURED SAVINGS’”’ 





Resolutions Offered by Charles W. 
Scovel Adopted by Life Un- 


derwriters There 





RAPS “WHOLESALE” PLAN 





Difference Between Various Methods 
Now in Vogue Explained and 
Dangers Pointed Out 





An especially valuable review of the 


savings bank-insurance plans now in 


operation is contained in a resolution 


presented at the February meeting of 
the Pittsburgh Life Underwriters’ As 
Charles W. Scovel, 


the approval of the executive committee, 


sociation by with 


and adopted unanimously by the asso- 


ciation Che resolution denounces in 
“whole- 
out the 
various forms which 
been proposed. It is as follows: 

Life Underwriters As- 
records the 


vigorous terms all schemes of 


sale promotion,” and points 


dangers in the 
have 
The Pittsburgh 
hereby 
regard to the 


following 
plans of 


sociation 


views in various 


co-operation between life insurance and 
savings banks 

1. These plans, though all designed to 
promote thrift, differ widely among 
themselves in specific purpose and scope, 
and their soliciting methods are as yet 
mostly experimental, Consequently there 
s wide difference and confusion of opin- 


subject among leading under- 
office and field. In this 
have no sweeping approval 
condemnation to voice but we do 


ion on the 
writer in home 


ituation we 


leem it timely to make such analysis and 
comment as may help to clarify the sub- 
ject 
Three Broad Classes 
The confusion of opinion will be less- 
ened by realizing that these plans are 
divided b their own radical differences 
into three broad classes, each 


ot purpose 


o be considered and judged on its own 
merits In the first class the wholly 
dominant purpose in the plan and in the 
prospect's mind is lift insurance; in 


he second clas it is bank savings ;in the 
third class, both purpose are mingled so 
that neither is wholly dominant 

Pians of the first class, where life 
insurance i the dominant purpose, are 
not in controversy and call for but few 
word now Here the bank or banks, 


through advertisements and circulars, 





} 


1dvise people to insure in any good com 
pany, and to have the premium money 
ready by due date in a special, interest- 
bearing bank account, in which deposits 
may be made every pay-day or other in- 
come day Regular, permanent policies 
ire written in the usual way by regular 
agents of all companies, who further em- 
phasize and apply to each case the wise 
pla of banking the premium money out 
f incon is received The bank serves 
t is a useful adjunct to regular life 
! irance Tr) Plan (with or without 
bank advertising) links up with the 
whole budget idea now spreading so 
gener ly among individuals and govern- 
mental bodi« and we believe the time 
is ripe for associatior and agencies to 
study out practical methods for using 
it much more extensively 
This plan of co-operation to supply the 
muct needed bridge from pay-day to 
premium day is cordially welcomed as one 
imong many evidences of the existing 
spirit of mutual helpfulness between life 
insurance and the bank or trust com 
pany which pirit will keep growing as 
each comes to fuller understanding of 
her's complementary functions 
“Insured Savings” Plans 
The other two classé include all 
he insured savings” plans, wherein one 
bank and or life company offer their 
service in combination to provide a fixed 
}or graduated total sum (live or die) 
within t. certain period usually ten 
years These are the plans now in con 
troversy. tjefore considering the two 
let us note certain 


| classes separately 
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dangers that inherent in all such 
plans, namely: 

(a) The ever-increasing danger of 
failures In the single year of 
1921, by Bradstreet’s reports, no less than 
51 banks failed. Not a single legal re- 
serve life insurance company failed—and, 
if one had, its policyholders would have 
been fully protected by  re-insurance, 


are 








whereas those many thousands of bank 
depositors lost much or most of their 

ones if the savings lost in only half 
i dozen of those 351 banks had been “in- 
ired,” not only the insuring companies 
but also the good name of life insurance 
would have been damaged badly and 
widely in that one year. This grave dan- 


ger will always be because the 


present, 


weaker and less conservative banks will 
always be the ones most likely to take 
up any new plan to increase deposits. 
The danger is particularly acute at this 
time when promoters, untrained in either 


fe insurance or banking, are making a 


business of selling and installing the 
plan, with complete printed forms, etc., 
among all kinds of banks throughout the 

untry, charging either a lump fee or a 


commission on every new deposit secured. 
Denounce “Wholesale Promotion” 


schemes 
menaces 


We denounce all such 
of wholesale promotion as real 
to the cause of life insurance, and call 
upon all life companies to stifle them 
promptly by refusing to join with any 
bank in carrying out their proposal 
We further urge upon the life companies 
if intending to form bank 
combinations at all, that the utmost cau- 


sternly 


and agencies, 


tion be invariably used to select in each 
case only a bank of high repute, and only 
after fullest investigation of the bank 
itself and of the figures, forms and liter- 
ature to be used by it in the proposed 
plan If in any existing combination 
such precautions were omitted or 
Slighted at the start, we earnestly urg« 


the life company and agency concerned, 





stability and character will not bear in- 
vestigation. 

(b) <A second danger, less serious but 
real enough in all these that 


l plans, is 
the patrons and the public may easily as- 


ume that the life insurance company 
stands back of the whole scheme, re- 
sponsible for the depositor’s money and 


respects. Everything 
done, in the printing 
talking, to prevent any such mis- 


satisfaction in all 
possible should be 
ind th« 


ake as to the life company’s legal re- 
sponsibility. But a very broad moral re- 


sponsibility is in truth undertaken by 
company in thus publicly iden- 
name with that of a bank, 
bound to have the 
that bank and all its 


the life 
ifying its 
for this is 
publicly endorsing 


doings. This endorsement alone may 
well attract patrons to a bank or trust 
company in other departments as well 
as at the savings windows, all of them 
quite likely, if ever dissatisfied, to blame 
he life company too. This blanket en- 
dorsement, once given, cannot be with- 
drawn from the mind of depositors and 
public for years to come, even though the 
joint campaign for new business be 
stopped. 

Any such long-time, non-callable loan 
of the good name of life insurance, if 
made at all obviously calls for the ut- 


borrower's sta- 
present and 


the 
both 


most certainty as to 
bility and character, 
prospective, 


Where Saving Is Primary Purpose 


4. In one 
ear plans, 
lominant 


prospect's 


distinct class of these ten- 
bank savings are the wholly 
purpose in the plan and in the 
mind; everything ends with 
Here life insurance serves 
solely as a useful adjunct to the savings 
program, caring little for the temporary 
directly written, but wanting 
to stimulate the spread of thrift which 
indirectly benefits it and everyone else. 
rhe regular, permanent policies are not 
used, but only one special form, usually 


the ten years, 


business 


| one feature of a strictly savings plan | 
that must be presented as a whole and | 
from the bank savings standpoint. De- 


effect of | 


reports that 80 percent of all these peo- 
ple did not carry a dollar of life insur- 
ance, 12 percent carried $1,000, 8 percent 
| over $1,000, and .4 of 1 percent carried 
$5,000 or more; while more than 50 per- 
cent of them never had a savings ac- 
count. Similar experience is reported by 
the Pittsburgh agency using the same 
kind of plan, which adds that over 82 





There lies the point of danger, to be safe- 


positors are sought through advertising 
used alone or in conjunction with special 


solicitors, who usually are not author- | 
ized to write regular life insurance at | 
all; the bank or its employes need not | 
be licensed or receive any insurance 


commissions, 

A plan of this kind 
er disturb the regular life agent's field. 
While it may once in a while take ina 
small sum that might have gone into a 
regular policy, its total effect is not to 
cut down, but steadily to build up, the 
number of good prospects. The company 
that started this kind of a plan two and 
a half years ago is now writing at the 
rate of 1,500 savings cases a month, and 


does not invade 


percent of its applicants are only $1,000 
cases, and over 45 percent are women. 
Thus thousands of people, as their thrift 


habit grows, are steadily becoming bet- 
ter prospects for regular life insurance 


and all the other good things of life. 
Nevertheless, in every such savings cam- 
paign the bank’s stability and character 
are as essential as the life company’s. 
possible 
connec- 


time by 
forming 


every 
the 


guarded 
precaution 
tion, 


every 
before 


Other Dangers to Be Faced 


5. The other broad class includes all 
plans where the two purposes of perma- 
nent life insurance and ten-year bank 
savings are combined, the life company 
and agent having one purpose, the bank 





|an invitation 


provide $1,000, or other round sum, at the 
end of ten years by taking the cash 
value of the insurance plus the accumu- 
lated bank savings. This at the start is 
to wholesale surrender of 
the policies, which would be an evil 
thing for the particular company and for 
life insurance generally, though no one 
ean tell in advance how large or how 
small a proportion will be in fact sur- 
rendered. 

At the end of the ten year periods and 
at earlier points, there is the risk of 
competitive, adverse interests as between 
the bank, whose advertising secured the 


prospect, and the life agent who closed 
him and has kept personally in touch 
with him. The use of the regular perma- 
nent policies brings the plan into the 


regular life agent’s field and brings him 
into the plan. The prospect taking such 
policies requires expert service to fit 
them to his needs and into his insurance 
program, To have the regular policies 
written wholesale by bank clerks or 
solicitors would be failing in the service 


due to patrons. It would also be an in- 
vasion and disturbance of the regular 
agents’ field, which the companies and 
agency heads would not knowingly un- 


dertake and which the agents would not 
long tolerate if they did. We strongly 
condemn any authorizing of a bank or its 
employes to write the regular life insur- 
ance policies in combination with bank 
savings. 
Great Caution Urged 

The plans in this class are the more 
recent and-as yet in their early experi- 
mental stages. It may be that further 
study and experience will discover how 
to train life agents to sell them from the 
bank savings angle (as they must be 
sold), and at the same time give proper 
counsel as to the varied uses of the per- 
manent policies. It may be that all the 
dangers pointed out can in time be pre- 
vented or minimized. The test of time 
and public opinion will decide. Mean- 


under- 























for the sake of the cause as well as their] a decreasing term policy covering the | the other, while the prospect may have | while, we earnestly urge upon the life 
own, to make exhaustive investigation | sum yet to be saved to reach the fixed | either or both in varying degree. Here, | companies and agencies, if intending to 
forthwith and to end the connection at | total, and ending with the ten years. | in addition to the serious risks involved | carry on such experimenting at all, that 
once, Should any doubt be developed, the prospect needs no expert agent’s | in choosing the bank, certain other dan-| it be done very slowly and cautiously, 
fhe vast majority of banks are, of | aid with these special, temporary poli- | gers are to be faced and guarded against. | only in few places and only with highest 
course, thoroughly sound and conserva- | cies; they fill their whole purpose in this | The distinctive thing about these plans | grade banks, and always with every pre- 
tive, and they will naturally welcome ali | savings plan and are not usable for any- is that they use the regular, permanent | caution to avoid disturbing the 
due precautions to make sure that the hing else. This is not life insurance | policy forms, the same that are used for | writing conditions, standards and prac- 
good name of life insurance is not used | that the regular life agents are writing | all other purposes—ordinary life being | tices that are now better than ever and 
to boost or bolster up any bank whoselor would want to write. It is merely ‘the most common, The plan is figured to! healthily growing upward, 
_~ 
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INSURANCE COMPANY 








INDIANAPOLIS 


TWENTY-ONE MILLION DOLLARS IN SECURITIES 5 


Deposited with the State of Indiana for the 
Sole Protection of Policyholders 





PROGRESSIVE 33 


CONSERVATIVE 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Aetna Life Insurance Company 
And Affiliated Companies 


Aetna Casualty & Surety Company 
Automobile Insurance Company 


of Hartford, Conn. 
MORGAN G. BULKELEY, President 





Total Assets - - - - + - $219,147,414 
Total Surplus to Paltiesbebiien - - - 31,201,979 
Total Income in 1921 - - - - - 88,432,505 
Paid Policyholders since Organization 470,593,127 


72d Annual Statement Aetna Life Insurance Company 
Capital Stock $5,000,000 


Life, Accident and Health, Liabitity and Workmen’s Compensation Insurance 
Life, Accident and Health Group Insurance 


Assets - - =- =- = = = = $191,718,046 

Liabilities - - - - - = - 169,438,524 

Surplus to Policyholders - - 22,279,522 
ERS IRS ESE TE ae POO APE : $14,215,680 
Increase in Surplus to Policyholders ................... 3,252,105 
Increase in Life Insurance in Force ....................-. 48,411,056 
New Life Insurance Issued in 1921 ..................... 358,446,980 
Life Insurance Paid for in 1921 ... 324,617,774 
Life Insurance in Force Jan. 1, 1922.................... 1 204,000,397 
Payments for Taxes during 192] ..................-.4-. | 836,086 
Payments to Policyholders during 1921 ................. 28,900,620 
sasatoks 424,248,011 


Paid Policyholders since Organization........... 


9th Annual Statement 
Automobile Insurance Co. 
Capital Stock $2,000,000 


15th Annual Statement 


Aetna Casualty & Surety Co. | 
Capital Stock $2,000,000 | 

| 

| 


DS ef oa eae pg tee ahaa oad $15,458,865 Se oe Ta Oe ee ee $11,970,502 
STE ET Ee a CEA . 10,386,357 PRES epee pe ant ae Pere 8,120,553 
Surplus to Policyholders ................. 5,072,508 Surplus to Policyholders ............... 3,849,949 


Automobile, Fire, Marine and General Casualty Insurance. Fidelity and Surety Bonds. 





























LLINOIS LIFE INSURANCE Co. 


HICAG 
Saisw STEVENS Presne> 


GREATEST 
ILLINOIS 
COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 











Insurance in force tien $128 ,000,000 

















MORTGAGE LOANS ARE 
HIGHLY FAVORED 


Lockwood Committee Report Has 
Been Filed With New York 
Legislature 





CONCLUSIONS ARRIVED AT 


Point Is Made That Insurance Com- 
panies Can Well Afford to Invest 
in Mortgages 


NEW YORK, March 6.—That por- 
tion of the intermediate report of the 
Lockwood Committee offered in the 
State Legislature today, and upon 
which new or amendatory statutes have 
or will be asked for, that directly con- 
insurance companies—fire and 
deals wholly 


cerns 





casualty as well as life 
with the matter of investments, and at 
considerable length seeks to justify the 
contention of the committeemen and of 
Mr. Untermyer, their leading counsel, 


March 9, 1922 


state in relation to the insurance that 
the latter have outstanding in New York 

“7. Some of the insurance companies 
have invested in mortgage loans a much 
smaller proportion of their resources 
than the average shown by all of the 
companies combined, the investments of 
the fire, casualty, fidelity, surety and 
marine companies in particular being 
only a small fraction of the general av 
erage. 

“8. Several life companies have in- 
vested a greater ratio of their availabk 
resources in stocks than the average 
shown by the life insurance companies 
as a group. 

Low Rate Was Earned 

“9. The low rate of income earned 
in the years 1919 and 1920 by some oft 
the fire, casualty, surety, fidelity and 
marine insurance companies on their 


|} investments in bonds, stocks and securi- 


that real estate mortgages offer a more | 
stable and profitable form of invest- | 


ment for trust funds than does any 
other class of securities. 
Conclusions of the Committee 


The conclusions of the committee in 
this convention are: 

“1. That the ratio of income earned 
on mortgage loans on real estate by all 
classes of insurance companies and 
banking institutions not only in New 
York but throughout the United States 
has been greater by approximately 1 per- 
cent and more stable and constant 
almost invariably than has been the rate 
of income earned on bonds, stocks and 
other securities of these institutions. 


ties other than mortgage loans is due to 
extraordinary losses that were incurred 
in these years in the disposition through 
sale or otherwise of railroad, public util- 
ity and industrial and other securities of 
an apparently unstable and speculative 
investment value, 

“10. The fire, casualty, public liability, 
fidelity, surety and marine companies 
especially in the state of New York, have 
invested as a rule a trifling fraction of 
their resources in mortgage loans and a 
negligible proportion of their invested 
assets as compared with the life insur- 
ance companies and the banking institu- 
tions. 


Mortgage Investments Decrease 


“11. There has been a gradual ten- 
dency on the part of the fire, casualty, 
public liability, fidelity and surety com- 
panies of New York state to decrease 
the ratio of their investments in mort- 


|} gage loans until they are almost en- 


|} tirely excluded from their assets. This 


is not true to anything like the same 


|}extent of like companies of other states. 


“12 The ratio of total resources of 
the savings banks of the state of New 
York invested in mortgage loans has 
been large and fairly constant. The 
increased slightly during the nine years 


|} from 1906 to 1914; but since then the 


tendency has been to slightly decreas: 
the ratio of these investments, the de- 
crease being, however, more than offset 


| by the increased ratio of investments 


Assuming the average annual return of 


earnings on all securities of the com- 
panies to be 5 percent year in and year 
out for the past 14 years, this means 
that the income from mortgage loans 
on real estate has been approximately 
25 percent greater than the income from 
other securities 


Go to Bonds and Stocks 


“2. Notwithstanding the greater earn- 
ing power, stability and safety of such 
mortgage loans as investments, the in- 
surance companies and the banking in- 
stitutions, with the exception of the sav- 
ings banks, have invested a far greater 
proportion of their resources in bonds 
and stocks than in mortgage loans on 
real estate. 

“3. There has been a general tendency 
on the part of both the life insurance 
companies and the banking institutions 
in the years from 1915 to 1919 (both in- 
clusive) to decrease the proportion of 
their resources invested in mortgage 
loans and to correspondingly increase 
their investments in bonds, stocks and 
other securities, 


Effect of War Bonds 


se The increase in the ratio of in- 
vestments of insurance companies in 
United States bonds during the period 
of the war when these investments were 
necessary, resulted in a decrease in the 


investments in mortgage loans; in some 
instances there was also a decrease i: 
the investments in bonds, stocks and 


other securities but not in anything like 
the proportion in which the investments 
on mortgage loans were decreased. 

“5. <All classes of insurance com- 
panies of other states have invested on 
the average throughout this period of 
fourteen years a far greater portion of 
their available resources in mortgage 
loans than have the companies in New 
York state, 


Other States Favored 


“6. The life companies of New York 
state have invested proportionately more 
in mortgage loans in other states in re- 
lation to the insurance that they have 
outstanding in those states than the in- 
surance companies in other states have 
invested in mortgage loans in New York 


in United States securities.” 
Financial Side Reviewed 


In its general observations, and in 


|addition to the specific conclusions set 


forth, the report says of the financial 
side of the housing question: 

“One of the chief causes leading to 
the housing shortage has been the with- 
drawal of funds of the insurance com- 
panies from the loan market with the 
notable exception of the Metropolitan 
Life, which has for some years past been 
the main support of the loan market and 
the chief encouragement to building 
operations, 

“These companies have during the last 
five years and up to the end of 1920 
withdrawn from the loan market the 
support that it had previously received 
from them This change of policy was 
due in part to their patriotic assistance 
in purchasing great quantities of Gov- 
ernment bonds so as to assist in financ- 
ing the needs of the war, for which they 
are entitled to unstinted commendation 


Tempted By High Interest Rates 


“It was, however, also due in great 
part to the inducements and temptations 
brought about by the high rates of in- 


terest that were obtainable on railroad 
and industrial bonds and not and es- 
pecially on new issues of those securi- 


ties and tax exempt securities that wer: 





made from time to time 

“It will be seen from the data here- 
after referred to that some of the great 
life insurance companies—notably the 
Mutual Life—actuall; reduced their 
loans on bond mortgages on real esta 
and the proportion of their constantly 
increasing assets in this class of secur- 
ity was steadily reduced by demanding 
payments on outstanding loans, thu 
adding to the demoralization and dis- 


couragements of the real estate mort- 


+ ” 


gage market at the most critical time 


J. J. Kelly, general agent for the 
State Mutual Life at St. Louis, has just 
rounded out twenty years with the com- 
pany In honor of the event the St 
Louis Agency has set aside March as 
Kelly Month and will endeavor to mak« 
it a banner month in production, $200,000 
being pledged. 
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SPECIALIZED 


Accident and Health Service 


FOR LIFE MEN 


@ As purveyors of personal protection, life men need the acci- 
dent and health lines. Many Life Companies are unable to 
provide these, and for agents of such companies we have a 


“SERVICE THAT FITS.” 


@ Form 77—Non-Cancellable Total and Permanent Disability, is a distinct 
form providing the same benefits usually extended by life companies in this 
line, but has no “waiting period.” Evenif your company does furnish T. P. D. 
with its life covers, added protection may be needed by your prospect. 
Medical examination required. : 


q@ Form 100—Accidental death only, supplies the so called “double indemnity” 
feature which some life companies do not furnish. No medical examination. 


@ Regular disability policies, accident and health insurance par excellence, 
featuring many new and improved ideas. 


@ Our Home Office Service takes the burden of policy-writing, claim work 
and collection of renewals, leaving the agent free to devote his entire time and 
energy to production, as in the life business. This is a unique service. Our 
commission arrangement is standard and liberal. 


@ Write to L. D. Edson, Sales Manager Accident Department, to get full 
details about this “Service That Fits,’”? which is helping many Life Men 
to make the most of their opportunities. 


Employers Indemnity Corporation 


E.G. TRIMBLE, President 


KANSAS CITY 
CHICAGO NEW YORK 
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Shall We Have a Big Organization? 


CuHartes H. Boyer of Chicago, man- 
ager of the casualty department of the 
NaTIONAL Lire, U. S. A., delivered an 
address this week before the HEALTH & 
ACCIDENT UNDERWRITERS CONFERENCE 
meeting in mid-winter session at Kansas 


City that will attract wide attention. 
Mr. Boyer believes the time has come 
for an organization that will embrace 


insurance companies and institutions of 
all kinds. He make it compre- 
hensive enough to take in all home 


would 


offices. 
Undoubtedly insurance is 
A new organiza- 


be a 


overorgan- 
ized in some respects. 

therefore, might 
However, there is no asso- 
all embracing that 
sorts of institutions 
are included. It is true that we 
the INSURANCE FEDERATION oF AMERICA. 
That, is a hybrid association, 
in that it not only 
company general 
local agents and, in fact, all kinds of in- 
surance men. Mr. Boyer’s idea of the 
organization is to have it purely a com- 
pany The Worvp’s INSURANCE Con- 
GRESS was an ambitious scheme follow- 


tion, seem to 
superfluity. 
ciation that is so 
home offices of all 


have 


however, 
members 
but 


takes as 


officials, agents, 


one, 





ing the great international exposition at 
San Francisco to bring about a country- 
wide organization of It did 
not meet with favor and died soon after 
Golden Gate. 
that different 
working at 


insurance, 


the great event at the 


Frequently we find 


groups of companies are 


cross purposes. There is no coordina- 
tion of effort. There are many things 
in common with all branches of insur- 


each has its own indi- 


its 


Naturally 
It has 
there 
arising that 
insurance of all kinds, 
tant. We find, 
sions that the life 


ance, 


viduality. specific problems. 
general ques- 


bearing on 


Nevertheless, are 
have a 
These 


on some 


tions 
are impor- 
however, occa- 
work- 
the 
an- 


companies are 
the 
the 
at cross purposes. 


another, 
still 


ing in fire 
marine 
other, maybe 

Mr. Boyer believes that jealousy 
well be thrown aside and that the 
family as an insfitution can afford 


one way, 
another, casualty 
can 
insur- 
ance 
to stand together on a common platform 
His creed 
that com- 


to which all can subscribe. 
believe 
His 


well worth consider- 


which 
subscribe. 


is one to we 


panies can recommen- 


dation is certainly 


ing. 


Lapses Are the Shell-Shocks 


Rosert D. Lay, vice-president and sec- 
retary of the NATIONAL Lire, U.S. A., re- 
fers to lapses as the shell-shocks of life 
This is a graphic and rather 
As Mr. Lay points 
unprofitable to the 
the agent and the 
are 


insurance, 
pertinent synonym. 
lapses are 
the beneficiary, 


out, in- 
sured, 
insurance 
giving much attention to devising meth- 
When a policy 
and 


company, Home offices 
ods to prevent lapses. 
the books, the 
agent want it to stick. 


goes on office the 

There are legitimate causes for lapses. 
Sometimes it is impossible to raise the 
Circumstances arise which 


money. may 


force a person to give up his insurance. 
That is a calamity most regrettable. It 
has been said by someone that any other 


Assignment 


\ LIFE had 
extended legal training before taking up 
life insurance work decided that he would 
that 
his wife could draw the renewals in case 

his death and thus save the time and 


insurance man who had 


protect his interest in such a way 


expense necessary to get an estate through 
the probate court. He, therefore, drew up 
a document making the assignment of his 
renewals to his wife subsequent to his 
death. The life insurance man died and 
when the widow filed notice on the two or 
three life companies with which he had 











Even in 
alert 


cause of lapse is preventable. 


cases of financial embarrassment, 
companies and agents are frequently re- 
sourceful enough to tide the man over. 
They may some plan that will 
meet the emergency 


Agents who make the proper presen- 


suggest 


tation to sell business on a conservative 
basis in the first place and who are in 
touch with their policyholders, reduce 
their lapses to a minimum. It is the 
business that lapses. A 


while 


high pressure 
not 


company or 


lapsed policyholder, neces- 


sarily antagonistic to a 
agent, never feels in as close relationship 
as he did in the past. 

Conservation is the slogan of the day 
along many lines. We certainly desire 
to get rid of the shell-shock. 


of Removals 


placed business, she found that they would 
not the because it 
was not one that gave her the immediate 
The 
nies took the position, and rightly s« 
will. 


recognize assignment 


right to draw the renewals. compa- 
), that 
this was in the nature of a They 
said that an assignment of this kind could 
taking place at some indefi- 
nite date. The insurance man, therefore, 
made the mistake in having re- 
newals assigned to his wife at once and 
let her draw them, even though he was 
a student of the business. 


not be made, 


not 








I PERSONAL GLIMPSES OF ‘LIFE UNDERWRITERS 





Francis R. Stoddard, Jr., New York | 
state superintendent of insurance, an- 
nounces the appointment of James M. 
Lown as second deputy superintend- 
ent of insurance in charge of the 
New York City office of the depart- 
ment. Mr. Lown was born in New 


York state and graduated from Hamil- 
ton College in 1904. 
ated from the Harvard Law 
that same year received a degree of 
A. M. from Hamilton College. On 
being admitted to the bar he was asso- 
ciated with former Public Service Com- 
missioner John A. Barnite in the prac- 
tice of law in Rochester. Since 1916 he 
has been actively engaged in the prac- 
tice of law as a member of the firm of 
Kimball & Lown with offices in the 
Lown Block, Penn Yan, New York. 
In 1917 Mr. Lown was elected to the 
Assembly from Yates county and was 
thereafter reelected for four consecutive 
years. 

The testimonial dinner to Commis- 
sioner Thomas B. Donaldson, to be held 
Friday evening, March 10, in Harris- 
burg at the Penn Harris Hotel promises 
to be one of the largest and most rep- 
resentative gatherings of the under- 
writing fraternity that has taken place 
in Dauphin county, the 
charge of the following well known and 
prominent insurance men antl 
conducted under the auspices of 
Insurance Ilederation of 
J. Dallas Smith, F. G. Farquharson, H. 


the 


M. Bird, G. M. Culmerry, A. A. Wert, 
W. C. Wanbaugh, G. W. Mattson, W. 
H. Cordry, E. E. Shaeffer and Albert 
L. Allen. The “Advisory Board Plan” 
will be explained and discussed by In- 
surance Commissioner Donaldson after 


which steps will be taken to put the plan 
in operation in Dauphin county. 


Herman L, Ekern, Madison, for five 
years insurance commissioner of Wis- 
consin, will be a candidate for attorney 
general on the Republican ticket in 
Wisconsin this year. Mr. Ekern an- 
nounced his candidacy for the office on 
Saturday after a long conference with 
Senator Robert M. La Follette and Gov. 
John J. Blaine. The primaries will be 
held in September. 

Mr, Ekern is counsel for four national 
associations of mutual insurance com- 
panies and a number of farm mutual 
companies. He graduated from the 
University of Wisconsin law school in 
1894 and practiced law for fifteen years. 


ile was a member of the Wisconsin 
legislature fer three terms and speaker 
of the house in 1907. In 1915 he again | 
entered the practice of law and was 
senior member of the firm of Ekern, 
Mevers and Janish, with offices at 


Madison and Chicago. 
F. W. Meyer, Jr., 
national Life at St. 


agent for the Inter- 
Louis, sold insur- 
than $100,000 to 


ance aggregating more 
41 persons in January. His working 
hours know no union restrictions, as 


much of his business is written after 6 
p.m. A review of his January business 
shows that the flow of applications 
were steady from the 9th of the month 
to the 31st and that considerable pres- 
sure must have been brought to bear 
on the last day. This was Mr. Meyer’s 
first $100,000 month and as he had set 
his mark, it had to come through; all 
of which seems to prove that “if you 
screw your courage to the sticking 
point” you can write life insurance to- 
Cay as well as in 1920. 

James W. Stevens, head of the Illinois 
Life and the Hotel LaSalle Company 
in Chicago, is back of a new project to 
erect a 25-story $15,000,000 structure 
with 3,000 rooms in Chicago, occupying 
a block of frontage between Seventh 
and Eighth streets on Michigan boule- 


vard, just south of the Blackstone 
hotel. It will be known as the Hotel 
Stevens, named in honor of James W. 


Stevens, president, and his son, Ernest 


In 1908 he gradu- | 
School and | 


event being in | 
being | 


Pennsylvania: | 


ito Oklahoma 
of the 


| been a 


manager of 


| fifteenth 








JAMES W. STEVENS 


President Illinois Life, Who Will Head 
Gigantic Hotel Project in Chicago 


J. Stevens, vice-president and manager 


of the Hotel LaSalle. The Hotel La 
| Salle Company will build, own, and 

operate the Hotel Stevens. This will 
| be the largest hotel in the country. The 

banquet hall will accommodate 1,444 

people. There will be a large conven- 
| tion room. 


Assistant Secretary and Loan Officer 
Edward H. Redding of the home office 
of the Lincoln National Life has gone 
City as a representative 
to look after its inter- 
and to investigate 


home office 
ests in that territory 
loans made in that section. He has 
familiar figure at the Lincoln 
office for 16 years. He was 
cashier in the Indianapolis 
the Equitable Life of New 
the time that Vice-President 
Hall of the Lincoln was 
the Equitable. 


Life home 
formerly 
office of 
York at 
Arthur F. 


John L. Shuff of Cincinnati, presi- 


dent of the National Association of 
Life Underwriters, has sufficiently re- 
covered from the attack of throat 
| trouble which made it necessary for 
| him to cancel the last four appoint- 
| ments of his western trip and return 
home so that he is able to again be at 
his office. 


President Shuff will resume his tour 


of sales congresses starting with the 
Cincinnati congress March 9. He will 
address the Columbus congress on 


March 10 and the one at Cleveland 
March 11. Will go to New York City 
for a congress there March 14 and to 
attend a meeting of the executive com- 
mittee of the National association on 
the 15th. He will also address the 
Boston congress March 16. 

John Newton Russell, manager of the 
home office agency of the Pacific Mu- 
tual Life of Los Angeles will give an 
all day and evening agency convention 
and a luncheon and dinner dance next 
Saturday in Angeles, it being the 
anniversary celebration of the 
agency. January was the 27th con- 
secutive month in which the home of- 
fice agency of the Pacific Mutual paid 
for more than a $1,000,000 of new busi- 


Los 


ness. 
On the evening of Feb. 28 the St. 
Louis agency of the State Mutual Life 


tendered John J. Kelly, general agent, 
a testimonial dinner in honor of his 
20th anniversary as general agent. The 
entire affair was a complete surprise to 
Mr. Kelly, which lent an added zest. 
To further honor the occasion March 
was designated “Kelly Month” and the 
agency pledged itself with a minimum 
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‘‘Cooperation Headquarters’’ 
Home Office Building of the Peoria Life. Owned by 


the Company, without lien or incumbrance of any 
kind. Built from its current receipts, without dis- | 
turbing the farm mortgage investments which have 
earned the Peoria Life its reputation for: 


‘‘Policies Strong as Farm Mortgages Can Make Them! 
































Our Big, Happy Family 





At conferences, agency meetings, out in the field— 
wherever Peoria Life men gather, you are struck by 


the feeling of good will and comradery among them. 


It is much more than the mere courtesy of acquain- 





tances and business associates. It is the spirit of a 


congenial group of capable fellows, doing a job 
they enjoy, under conditions that are pleasant, 


agreeable and satisfying. 


A Big, Happy Family of successful men who wel- | 
come new members with a helping hand—that’s 


the Peoria Life Agency Force. 





Peoria Life Insurance Company | 


Peoria, Illinois 


Good Contracts to Clean, Live Agents 
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LIFE INSURAN 


_ GEO. GODFREY MOORE, *resseent ‘i 
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HOMF. OFFICE - 1921 - TOPEKA, KANSAS 


WE WANT BIG MEN 


Men With Big Earning Capacities As 


Field Superintendents, Agency Managers, General Agents 


In the Following States 


Kansas, Oklahoma, Arkansas, Missouri 
lowa, Texas, Nebraska 


If you are a real producer, and can qualify for any of these positions 
and wish to make connections with the fastest growing life insurance 
company in the Middle West, write or wire the Home Office. 

















Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


—~{}- 
Contract direct with the 
Company. 

-—{}- 
Over $125,000,000 of in- 


surance in force. 
—oO- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 




















Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Sprin¢field, Ill. 











THE NATIONAL UNDERWRITER 


| the 





| successful 





cals 


production of 
presented Mr. 


$200,000. The agents 
Kelly with a beautifully 


engraved gold fountain pen. Mr. Mc- 
Cormick acted as toastmaster and re- 
sponses were made by Mr. Kelly and 


everyone of the agency present. 


George W. Wells | has been appointed 
deputy state insurance commissioner of | 
Minnesota by Commissioner Gustaf 
Lindquist, to succeed Frank J. Lorenz, 
who left to enter the insurance business 
in the twin cities. Mr. Wells has been 
an examiner in the insurance depart- 
ment and formerly was secretary of 
State Securities Commission. Mr. 
Lorenz becomes secretary of the Bank- | 
ers Union Life, now under process of | 
organization. 


| 
| 
= = 
The officers and directors of the Na- | 
tional Reserve Life of Topeka, Kan., | 
have placed $100,000 insurance on the 
life of President George Godfrey Moore, 
making it payable to the company. Mr. 
Moore’s long experience in life insur- 
ance and his thorough knowledge of 
the business make him a very valuable 
executive officer for a life company. 
The directors realized it would be a 
serious loss if his service should be 
terminated by death. 


Earl G. Manning, formerly 
visor of agencies of the 


super- 
Provident Life 


& Trust in the Hammer & Swett 
agency, who became associated with 


Paul F. Clark in the home office agency 
of the John ong ony on March 1, was 
given a luncheon by the Provident of- 
fice force the past week and presented 
a desk and traveling clock. 

Life insurance men are interested in 
the news regarding the appraisement of 


the estate of the late George W. Per- 
kins, who was a member of the firm of 
J. P. Morgan & Co., of New York. Mr. 
Perkins was formerly vice-president of | 
the New York Life. The estate has 


been appraised for inheritance tax pur- 
poses at $6, a 


John A. Mostil, center fielder of the 
Chicago White Sox, has signed a con- 
tract with the Mutual Life of New York 


and is operating out of the office of 
Charles D. Gainer at Whiting, Ind. 
“Johnny’s” first policy was written for 


$5,000. In a few weeks’ time he has been 
in writing six applications, 
about $20,000 of insurance. 


Elizabeth Arnold, mother of O. J. 
Arnold, secretary and actuary of the | 
Illinois Life, died at her home in Chi- | 
cago last week in her 85th year. Mr. 
Arnold’s father died in 1919 at the age 
of 82 as a result of an automobile acci- 
dent. Mr. Arnold is receiving the sym- 
pathy of his many friends over his be- 
reavement. 


aggregating 


Sherman C. Kattell of the State Mu- 
tual Life has been appointed by Com- 
missioner Mansfield to succeed Thomas 


F. Tarbell as actuary of the Connecti 
cut insurance department. Mr. Kattell 
will take up his duties on March 15. 
Mr. Tarbell joins the Aetna Affiliated 
Companies on March 27. 

Charles S. Hutchings, actuary and 
agency manager of the ordinary de- 
partment of the American National of 
Galveston, Tex., has resigned as of April 


1. He has made no connection as yet. 
Mr. Hutchings is regarded as a very | 
able man. 

G. B. Burke, agency manager of the 
Bankers Life of lowa at Helena, Mont., 
died the other day. He was stricken 
with pneumonia and was ill only a short 
time. 


the 


The 
Life of Chicago are honoring President | 
John H. McNamara, who was 62 i 


agents of North American 


of age on Wednesday. President Mc- 
Namara is spending the winter at 
Tampa, Fla. The agents were asked | 
to make a special drive for business in | 
his honor and a postal card was directed | 


| offered by 


| companies, 


| been elected to membership in the 
| ican 


|} pointed deputy 


March 9, 


1922 


to President McNamara at Tampa, giv- 
ing the amount of business written by 
cach man. 


WITHDRAWS FROM EMBROGLIO 


| Mississippi House Passes Resolution for 


No Interference with Anti-Trust 
Litigation in State 


JACKSON, MISS., March 8.—The 
lower house of the Mississippi legisla- 
ture, without a dissenting vote, on 


morning adopted a resolution 
Alf Stone, who was the au- 
thor of the bill abating the suits against 
the life, casualty and miscellaneous 
declaring that there should 
or repeal of the 
Mississippi at the 
the legislature, and 
the anti-compact 


Monday 


be no modification 
anti-trust laws 
present session 
no interference 


of 
of 
with 


| litigation now pending in the Mississippi 


court against the fire com- 
The several bills now pending 
before the legislature, seeking to pull 
some of the teeth out of the anti-trust 
laws of the state, will be withdrawn. 


supreme 
panies. 


Mississippi Bill to Governor 


bill abating the suits brought by 
District Attorney A. J. Browning against 
the life, casualty and miscellaneous com- 
panies in Mississippi is now in the hands 
of Governor Russell for signature, The 
Senate passed the measure by a good 
majority Thursday, and on Friday it was 
presented to the chief executive of the 
state for consideration. 

A committee of life insurance 
headed by C. O. Wilkins, agency man- 
ager of the New York Life, and 8S. R. 
Whitte, Jr., general agent of the Home 
Life, called on Governor Russell Friday 
morning to request that he sign the bill. 

The Governor declined to say what 
action he would take He had not read 
the bill at the time the committee vis- 
ited his office, but promised to do so at 
his early convenience. 

It generally believed 
sign the bill He in close touch with 
the Revenue Agent and largely influ- 
enced by the latter's wishes, and it 
understood that Mr. Robertson does 
the abatement of these 


The 


men 


is that he will 
is 
is 

is 
not 


oppose sults. 


NEWS OF LOCAL ASSOCIATIONS 


Indianapolis, Ind.—The Indianapolis as- 


sociation held its monthly meeting last 
| Saturday. There was an interesting dis- 
cussion of a number of salesmanship 
problems in which those present gener- 
ally too part. Commissioner T. S. Mc- 
Murray, Jr.. was scheduled to make a 
talk but was prevented from being pres- 
ent by the illness of his wife. 


* * * 
Oklahoma City, Okla, 
ance for the Education of 
the Protection of Mothers” was the sub- 
ject for discussion Saturday at the lunch- 
eon of the Oklahoma Association. Speak- 
ers were J, N. Dyer, Sr., general agent 
for the Mutual Benefit Life; J. Henry 
Johnson, manager for the National Life 
of Vermont; George C. Summy, general 
agent for the Phoenix Mutual Life; and 
Fred Goldstandt, general agent for the 
Equitable Life of New York. 
* * *& 


“Income Insur- 
Children and 


‘arson, manager of 
of the Equitable 
be the principal 
meeting of the 
March 21. 


Milwaukee—h. L. ¢ 
the Milwaukee office 
Life scheduled to 
speaker at the monthly 
Milwaukee association 


is 


—— 

Guardian Life a Member 

Life of New York has 

Amer- 
hun- 


The Guardian 


Convention making one 


two members. 


Life 
dred and forty 


Life Notes 


Norton, for eleven 
connected with the Metropolitan Life 
the comptroller’s office, has been 
comptroller, 


years 
in 
ap- 


William 5S. 


Darby A Day, manager of the Chicago 
office of the Mutual Life spoke before 
the Kiwanis Club in Chicago at a lunch- 


“Salesmanship in 1922.” 
vice-president of 


eon this week on 

William T. Buckner, 
the Continental & Commercial National 
Bank of Chicago, has been elected a 
member of the Board of Directors of the 
National Life, U. S. A. 

J. G. Albrecht, special agent of the 
Union Central Life at Detroit, is a mem- 


ber of the Board of Commerce industrial 
committee which is staging a “Buy in 
Detroit” campaign which is attracting 


national attention. 
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BEEN INTRODUCED 


Would Force Life Companies to 
Invest Funds In 
Mortgages 


UNTERMYER BACK OF PLAN 


| 


People in General Do Not Favor Re- | 


strictions as to Investments to 


Favor Classes 


| 
NEW YORK, March 6—Oi the | 
bill offered by the Lockwood commit- | 
tee in the state legislature on Friday | 
last, two directly affect life insurance 
interests; the first and more important | 
being “an act to amend the insurance | 


law in relation to investments of insur- 
ance companies” and reading: “Section 
1. Chapter 33 of the laws of 1909, 
entitled ‘An act in relation to insurance 


corporations, constituting chapter 28 of | 
the consolidated laws, is hereby amend- 


ed by inserting therin a new section, to 
be section 16-b, to read as follows: 

“Compulsory Investments. Every 
domestic insurance company corpora- | 
tion shall invest at least 40 per centum 
oi its investable funds, hereafter in- 
vested, in mortgage loans upon unin- | 
cumbered improved real property until 
at last 30 per centum of all its invested 
funds be and remain so invested. 

“This act shall take effect immedi- 
ately.” 


Would Compel Certain Investments 


While the laws of all states of the | 
Union, Texas alone excepted, observe | 
the principle of broadly defining the 
classes of securities in which life com- 
panies may invest their trust funds, 
with a primary view to safeguarding 
the interests of the policyholders, the | 
amendment offered to the New York law 
is felt by underwriters to exceed the | 
reasonable regulatory power of the 
state, in that it is designed to meet the 
needs of persons other than policyhold- | 
ers. Although insurance men are pro- 
foundly sympathetic with the plight in 
which parties in the Empire State find 
themselves because of the present short- 
age of housing facilities, they yet fail | 
to see why this condition should serve 
as a reason for compelling enforced in- 
vestments by the insurance companies, 
when perhaps their policyholders could 
be more effectively served through the | 
placement of funds in other authorized 
avenues. 


Investments in Mortgages 


In connection with the matter it will 
be of interest to record the practice of 
the life insurance companies in real | 
estate investments, as set forth in the 
report of the Connecticut Insurance de- | 
partment covering the operations of all | 
legal reserve institutions licensed in that | 
state in 1921. 

From the report in question the sums 
invested by life insurance companies in | 
real estate mortgages at the close of 
1920 were as here given: 


Force Sale of Stocks 


The second life insurance bill offered 
by the committee would make compul- 
sory the sale of all stocks held by life 
companies on or before Dec. 31, 1926. 
and would deprive the superintendent 
of insurance of the power to make fur- 
ther time extensions in such connection. 
The statute compelling life offices to 
dispose of their stock holdings was one 
of the famous Armstrong laws, and was 
enacted by the legislature in 1906, upon 
the recommendation of Charles E. 
Hughes, chief counsel of the insurance 
investigating committee at that time. 
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LOCKWOOD BILLS HAVE : 
| 
| 
| 
| 
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Pan-American Five Point Victory Policy 





There Are Five Distinct Features 
1. If You Die: 


Your family or estate will receive the full face of the policy. 


2. If You Die By Accident: 


Your family or estate will receive double the face of the 
policy. 


3. If You Suffer Total Disability: 


You will receive an annual income for life, and at your death 
your family or estate will receive the full face of the policy. 


4. If You Live: 


You are guaranteed a substantial decrease in premiums at 
every five-year period, which guarantees you a very low 
cost and a fully paid-up policy. 


5. If You Wish a Savings Fund: 
You can mature this policy as an Endowment according to 
its terms and receive more than the full face of the policy, 


The Pan-American writes a complete line of Accident and Health policies 
which are modern and up-to-date in every respect. Our Sub-standard Depart- 
ment has broadened our already excellent service to our agency organization. 
We wish to establish ten new general agencies. If you are interested, write to us. 


Pan-American Life Insurance Company 


New Orleans, U. S. A. 


Crawford H. Ellis E. G. Simmons 
President Vice President and General Manager 


























CO-OPERATION No. 


Astudy made in the latter 
part of 1921 reveals the 
fact that the average pre- 
miums of our trained men 
during their first twelve 
months with the company 
are 20 per cent higher than 
the average premiums of the 
untrained men. 


This is a striking example of 
what is being accomplished 
by our plans for develop- 
ment of and co-operation 
with our field force. 


Phoenix Mutual Life Insurance Company 


of Hartford, Conn. 


JOHN M. HOLCOMBE, President 























CO-OPERATION 


Home office co-operation in the fullest sense of the 
word enabled our agents to increase their paid-for 
business in 1921 35% and make an increase of 40% 
in business in force. 


We have ample Educational facilities, also maintain a 
Prospect Lead Bureau and Circularization Department. 


A contract with us means increased facilities for busi- 
ness. We have General Agency openings in North 
Carolina and Arkansas, and several agency openings 
in our Southern territory. 


THE SHENANDOAH LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


On agency matters address W. F. Macallister, Agency 
Mer. 














HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. : 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary goreee contain a valuable Disability clause and are guaranteed 
by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 


Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL 8. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 
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Appreciating the injury that would be 
done to the life companies if they were 
forced to place immediately upon the 
market the millions of dollars in stocks 
they then held, and the strong proba- 
bility that such action would precipitate 
a fimancial crisis. Mr. Hughes as- 
sented: to an amendment to the law 
giving the superintendent of insurance 
discretionary power to extent the period 
in which sales must be made. Ex- 
tensions were granted from time to time, 
the most recent authorized by the then 
superintendent, Jesse S. Phillips, limit- 
ing the time to December, 1926. 

When the law first became effective 
the New York Life sold all of its stock 
holdings. Other companies disposed 
of theirs in good part from time to time 
whenever the condition of the market 
seemed to justify. They still have, 
however, a considerable quantity on 
hand; a fact that has aroused the ire of 
Mr. Untermyer, chief counsel for the 
Lockwood committee, whose views are 
incorporated in the’ amendment now 
before the legislature. 

Bills Not Likely to Pass 


Whether any of the bills submitted 
by the Lockwood committee will be 
enacted into law before the New York 


legislature adjourns 10 days hence is a | 


question; a number of men in close 
touch with legislative affairs asserting 
that few if any of them would 
through because of lack of time. On 
the other hand, Senator Lockwood and 
his committee associates are confident 
that all be passed. The report that 
serious differences of opinion have 


On farm 
properties 


Company 


get | 
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the safety of their policyholders through 
a long series of years. 
Metropolitan Life Investments 


In a statement filed in explanation of 
the legislation introduced or in prospect 
the committee comments on the pro 
posal of the Metropolitan Life to invest 
hugely in building loans or building 
operations in the event that the pending 
bill permitting such investments to the 
extent of 10 per cent of its assets, is 
passed. The committee says: 

“From the point of view of the in- 
surance companies that may choose to 
engage in this undertaking and of thei: 
policyholders, the investment is believed 
to be a safe, conservative and lucrative 
one, apart from the splendid public serv- 
ice involved and the advantages to be 
derived therefrom by the great army of 
policyholders living in the city of New 
York and who are the ones most af- 
fected by the existing housing crisis. 

“The Metropolitan Life has $2,250,- 
000,000 in policies outstanding in the 
city of New York that are held by 
1,900,000 individuals, equivalent to over 
30 per cent of the population. These 
are mainly small industrial policies held 
by working people who are the ones 
| directly affected by the existing situa 
tion. The Prudential has at least one- 
| half that amount of policies outstanding 
in the city of New York, so that these 
two companies may justly be said to 
| be holding in trust the funds of the 

great majority of the people of the city 

of New York who are most in need of 
| a limited amount. 
| “The application of a limited amount 





On New York 


Total state 
On other mortgage properties 
properties loans (Ine. in total) 






EE. neu eg bis icneeweeca we wane § 64,474,978 $ 1,556,600 $ 90,000 
Conn. General Life.............. 14,560,065 672,310 iviedbaiees 
Coe, DE Eee ccc cccevcceens 36,459,895 924,430 $37,384,333 ...... = 

Peeemiz BEUCUAL ..cccccccces 28,101,034 3,293,900 1,500 
SEER PEC CTT 35,763,581 12,513,145 5,000 
“ “ae 116,450 7,418,815 z. 72,000 
Columbian Natl. Life...........:. 918,618 1,742,175 2,660,793 

I I eu eee mae eee % $1,175,635 85,541,359 126,716.95 

. . eer 5,661,020 10,432,058 16,093,07 

Guardian Life ........ : 905 27,609, 

eae ee 7 

John Hancock Mutual 111,0 


Mass. Mutual 
Metropolitan 


Life 








Mutual Benefit Life 113,687 

oo OE ee re 104,3 

Mutual Trust Life 3,721, 

PU ED Eo ce ct cdcccncea 34,476, 

New Eng. Mutual As 19,490, 200,000 
New a ach et nae & a ee 44,741,348 120,054,876 164,796 $6,611,561 
Northwestern Mutual ........... 140,649,595 71,892,524 212, 780.000 
a kk UU” =e 7,327,733 16,489,412 23,817 
Penn (ea 19,457,545 63,146,050 82,604 

PE Ue, CE Ws sac cccnnaeaeess 10,603,527 10,786,764 21,390 


Prudential 


Ch ccnlehuvvuewnanendes «aaa 
SE I, TN ow owen eae canon 
J eee 
ees SAS Bs AGG ocivcécccceces 


alisen between Mr, Untermyer and the 
members of the Lockwood committee 
is denied both by the chief counsel and 
by Senator Lockwood, each asserting 
that such differences as obtain are of a 
minor nature, and in no way concern 
the general policy. 


Says Study Should Be Made 


The daily papers of this city are in 
accord in feeling that the bill compel- 
ling the investment of their funds by 
banks and life insurance companies in 
real estate mortgages up to fixed per- 
centages, should be very carefully stud- 
ied by the law-makers. Commenting 
editorially upon the matter the “Globe” 
offers: “But the proposal that insurance 
companies be compelled to invest up to 
an ultimate 30 per cent of their resources 
in mortgage loans on improved unen- 
cumbered real property is a very seri- 
ous matter. It will be fought by many 
insurance men who want discretion to 
do this but do not want to be compelled 
to do so.” While the “World” submits 
that “The bills affecting insurance com- 
panies and savings banks, must be 
safeguarded by a long look ahead with 
a view to determining how they will 
work in normal times.” 

Insurance men upon principle are op- 
posed to legislation enacted under hys- 
terical conditions and to meet abnormal 
situations, their constant thought being 


107,782,020 


107,761,875 
1,003,256 








20,686,894 
107,761,875 
1,003,256 


of the funds of the companies to that 

purpose, assuming that the investment 

is safe, is in the judgment of your com- 
| mittee, the best use to which these funds 
| can be put in the interest of the policy- 
holders.” 


Bankers Reserve Is Expanding 


The Bankers Reserve Life of Omaha, 
| Nebr., is launching a campaign of ex- 
pansion in Pennsylvania and Kentucky. 
The work is being carried out in 29 
other states. This organization will be 
protected in every state. The company 
has $80,000,000 of business in force and 
$12,000,000 assets. It showed a con- 
siderable gain in insurance in force in 
1921 and made a good record in all of 
the states in which it operates. 


Metropolitan’s Big Loan 


NEW YORK, Mar. 8.—Authorization 
for loans of about $6,000,000 on bonds 
and mortgages has been made by the 
Metropolitan Life. Of this about $2,- 
750,000 is for housing. Loans totaling 
$1,780,000 were made on 100 dwellings 
and 68 apartments in New York City 
to provide for 608 families. Ever since 
the housing shortage in the United 
States has been acute, the Metropolitan 
has diverted a generous portion of its 
funds to housing projects. 
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MID-WEST ROUNDUP OF | 


MASS. MUTUAL AGENTS | A Purely Mutual Organization 


New York Life Insurance Co. 


(Incorporated under the Laws of New York) 





Leading Agents and General 
Agents from Many States 
Gather 


GOOD CHICAGO MEETING 346 BROADWAY, NEW YORK, N. Y. 


| 


Massachusetts Mutual Agents Met | 


7 for Seventh Annual Convention 
| Seventy-Seventh Annual Statement 


Last Week 
TAT D , IOCl ev ye 

Middle western agents of the Massa- DARWIN P. KINGSLEY, President 
chusetts Mutual enjoyed their greatest 
and most successful convention at the 
seventh annual gathering in Chicago : 
last week. With an excellent attend- Balance Sheet, January l, 1922 
ance of out-of-state agents and a pro- 
gram of star producers that developed Securities at Market Value as furnished by Insurance Dept., State of New York 


a meeting on a par with many sales 





congresses, the two day session, on 
March 3 and 4, carried throughout a 


spirit of optimism and _ cooperation. ASSETS LIABILITIES 


Increased production in January of this 





year was indicated by all of the general s = 
agents present and the plans for devel- Real Estate . tree eee $ 8,362,881.00 Policy Reserve............ .. .$787,157,463.00 
opment of new methods as outlined Mortgage Loans... . Reet . 183,722,805.92 Other Policy Liabilities......... 28,527,025.08 
by the speakers indicated an unprece- — . . x 
dented campaign for new business. Policy Loans... . ; : . 164,305,141.17 Premiums, Interest and Rentals 
Gitte nes, (1 Cleeitaiin........:; . 2,301,000.00 _ Prepaid ... +... ++seesseeees, 4,361,995.18 
President W. W. McCleact , Liberty Bonds and Victory Notes. 120,628,900.00 axes, Salaries, Rentals, Ac- 
eside ‘ . McClench gave the 3 . 4 : “O s, etc 
opening address and in this talk Government, State, Province, . a —— tintehile ina 7,509,037.68 
sounded the keynote of optimism which County and Municipal Bonds. 155,439,933.50 Additional Reserves.. . 7,485,874.00 
pervaded the entire meeting. Mr. Railnad Bonds 271.524.487.07 Dividends payable in 1922..... 42,287,368.71 
McClench, who has been traveling ite un meeo iee ’ ’ 7 : “eee 
throughout the country, said that he Miscellaneous Bonds and Stocks. 7,325,003.00 Reserve for Deferred Dividends. 59,303,179.00 
could see signs of recovery in all sec- Cash........ - 11,067,144.16 Reserves, special or surplus funds 


not included above........... 15,960,196.20 


tions of the country and in all branches 2 : : 

of business. He said that the insurance Uncollected and Deferred Pre- 

men would necessarily have to devote miums.... ea 14,674,443.08 
more of their energy to the business 
and ferret out more individual and 
unique business getting methods, but crued, etc.. 
that for those who put their interest 
into the business and determine to ” re 

render true service the opportunities Total _.......$952,632,138.80 Total............ $952,632, 138.80 
were limiutiess. 

Frank T. McNally, of Minneapolis, 
presided at the Friday morning session. 
Following President McClench, Warren 
[. Flynn of St. Louis and George E. . . . 

Losieaw of Ciiuenm Che bendial the Paid to and on Account of Policy-holders during 1921 . $124,308,409.00 
discussion of the subject “Methods of 


Counteracting Business Depression in Loaned Policy-holders during 1921 under Policy Con- 
erta “ es. | 
. . 40,871,382.00 


at «+ - «+ « © «+ *« « « s« « «© @ * 


See Little Lost Business | 15,004,330.00 


Interest and Rents due and ac- 


13,280,399.90 








Mr. Flynn emphasized the fact Loaned on Farms during 1921 . . . ..... 
that many are still buying and it is 
he insurance agent’s business find | . . 
nan cb on nae Loaned on Mortgages for housing purposes during 1921 9,646,991.00 


concentrate on those who, it is evi- : i 
dent, should not buy. However, Mr.|| [.oaned on Business Property during 1921 . . . . 11,358,909.00 
Flynn pointed out that many who be- | 
lieve they could not buy, actually can | ° 
and should. One point that he brought The earning power of Ledger Assets, including Cash in Bank, advanced 0.16% during the year 
out was that agents should sell on an | 
average. When a man cannot carry 
insurance enough to cover his needs | 
and those of his business, based on | 

present production, he should borrow BOARD OF DIRECTORS 
the money to place protection, looking 














fowar’ itis ceident that the produc.|| LAWRENCE F. ABBOTT A. BARTON HEPBURN FRANK PRESBREY 
thle year may be lean, the fature yeors|| ALFRED L. AIKEN MYRON T. HERRICK JOHN J. PULLEYN 
pathetic JOHN E. ANDRUS GRANGER A. HOLLISTER FLEMING H. REVELL 
of ectuaily waees conan & bs CORNELIUS N. BLISS, JR. . ALBA B. JOHNSON GEORGE M. REYNOLDS 
trict. and is thus especially hard hit NICHOLAS MURRAY BUTLER WILLARD V. KING ELBRIDGE G. SNOW 
Goring reset ever selling || GEORGE B. CORTELYOU DARWIN P. KINGSLEY HIRAM R. STEELE 
geiat of toewn. Ereset M. Sawyer of || JOHN H. FINLEY - RICHARD I. MANNING OSCAR S. STRAUS 
Insurance Public Has . — - oe DAVID R. FRANCIS JOHN “. MILBURN — S. DAVIES WARFIELD 

| (eso of ae Shien Son aol GERRISH H. MILLIKEN 





due every policyholder and prospect. | 
An interesting discussion then followed | 








XUM 









































= ye 
Be. Syne A NO 
5 
ST. JOSEPH, MO. 
ANNUAL STATEMENT 
For the Year Ending December 31, 1921 
Our Eighth Full Year of Progress 
ASSETS 
EE EE DEE SOOO LDL LLL OTT -..-$ 946,000.00 
Cash in Home Office and Banks...............0e00e+- VattibbinnthiantineneTs 29,238.69 
Accrued Interest on Investments, and Balances ..............0cececececcceees i 63,933.00 
i ulin ualeineeaenmencekoumee 158,497.11 
Liberty Loan Bonds and War Savings Stamps ............-....eeeceeseeeeee 19,164.80 
Premiums in Course of Collection ..............-+++: enedeenésencebeuetnetanedeeus ___10,442,90 
Eee ee ee eR Ae pir hbanindainatieeieiaiianil $1,227,276.50 
Assets Not Admitted........... DaNigba conned beueensendestenasmaesateunie 43,593.17 
Total Admitted Assets...... sdiaiapihGbkatketakaneneboseieanckaen $1,183,683.33 
, LIABILITIES 
I NE, 6. oc nennna cadiapebeesbceeenaveisseees stensnebesaxanaie $ 822,877.00 
es ee OD, wn. nensckeneeudecseectesecenceeaeaec 6,674.26 
Premiums and Interest Paid in Advance. ..........c.csceccssccccccccecceces Pe 5,192.75 
Set Aside for 1922 Taxes ; 20,844.16 
tt \ indeed tt eee pean dei einbenauadeneddbudeddebekdtenanaiennd 55,019.69 
Accrued Commissions . 3,879.47 
Additional Security for Policyholders: 
Sa sencwessses SSRGUGEOEORETSORSONACeREsaEECECENeeb eens $100,000.00 
DU teutiescniuetuendbénsiiadanthagndeonscetinceesbemns 169,196.00 269,196.00 
Total Liabilities. ............. cpbediceswannanweenndiseeshiodied ends $1,183,683.33 
OUR PROGRESS SINCE COMMENCING BUSINESS 
November 18, 1913 
PYRAMIDS OF PROGRESS 
Years Ending Admitted Assets Surplus (assigned Insurance in Force 
Dee. 31 and unassigned) 
1913 $160,049.00 5,248. $25 1.000.00 
1915 $243,746.00 $67,005.00 $2,072,590.00 
1917 $420,425.00 $104,942.00 $4,015,405.00 
1919 $719,804.00 $164,294.00 $7,217,653.00 
1921 $1,183,683.33 $222,367.00  $10,178,696.00 
THE OLD LINE LIFE INSURANCE COMPANY 
of St. Joseph, Missouri 
OFFICERS: 
A. L. McPHERSON WALTER W. HEAD H. E. McPHERSON 
° President Vice-President Vice-Pres. and Sec’y 
Life Insurance C 
| pany 
. 


Invites Inspection—Inquiry of Integrity 


It Issues 


POLICIES THAT ATTRACT 


And maintains a relationship with its Agents that 
creates a genuine spirit of loyalty between Agents 
and Company 


Home Offices; Wichita, Kansas 

















A Wider Field 
An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up to $3,000, to young 
men and young women as young as age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents considerably. We issue 
Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity provisions covering 
any kind of fatal accident, or with Double Indemnity provisions covering fatal 
travel accident only, as may be desired. 


We issue policies with waiver of Premium and Disability Annuity or Installment 
Payment features. 


We insure males and females at the same rates. 


OLD COLONY LIFE 


INSURANCE COMPANY 
CHICAGO, ILLINOIS 
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on “How Can We Best Widen Our 
Acquaintance and Increase Our Cli- 
entele?” John Shambeau of Duluth, 
Minn., and Charles L. Scott of Kansas 
City, Mo., giving two 15-minute talks 
on this subject. In this matter both 
men emphasized the necessity of public 
service as well as individual service. 
They said that every insurance man 
| should take upon himself some share of 
local or even outside public service and 
also devote some time to community 
service. They said that this, as well as 
the club membership and other social 
activities, could, however, be carried too 
| far, to the detriment of the insurance 
solicitation. Some of it is necessary, 
but not too much and the agent must 
apportion his time in the right propor- 
| tion. Any of this work, however, that is 
entered into merely as a business get- 
ting means and not for service will not 
bring great results. 


L. Brackett Bishop Chairman 


The afternoon session was opened with 
L. Brackett Bishop of Chicago as chair- 
man, the chair being relinquished by 
Mr. Bishop to C. 0. Fischer of Peoria, 


on “Some Interesting Phases of the In- 
surance of Women,” commenting upon 
the recently achieved position of women 


in business in general and especially in | 


the insurance business. Miss Read said, 
however, that although women will 
achieve a great position in the business 
world, they will never be able to con- 
tinue alone and must always have the 
advice of men She said that every 
woman life insurance agent needs a 
“male advisor” and that it is the educa- 
tion of the nearest male advisor that is 
|of most vital interest to the woman 
agent. In every insurance sale the ad- 
vice of some man is sought either by th« 


tically unheard of for a woman to ¢s 

a woman without some male advice 
being sought and thus education of all 
male advisors, both men in the insurance 
business and men in the general public, 
}is a great question for insurance com- 
| panies to meet. 


Need New Methods 


Fritz A. Lichtenberger of Columbus, O., 
| then spoke on “Old Wine in New Bottles.” 
| using this heading to mean that the old 
| methods of producing business will no 
| longer meet the requirements, but that 
| newer plans will have to be inaugurated 
by the agents. Clarence W. Reuling of 
Peoria, Ill, and A. J. Thomas of Daven- 
port, Ia., spoke on “Regular Habit of 
Work.” These two agents spoke of the 
necessity of systemtizing their work and 
developing regular habits. It was taken 
|} to include even the keeping of personal 
records on the business for self checking. 
QO. H. Griggs of Minneapolis, Minn., then 


point.” Mr. Griggs has had a varied ex- 
perience, having participated in numer- 
cus branches of work and also in politics 


Mutual agents the viewpoint of an insur- 
ance agent who has seen the business from 
|} both sides of the desk. Mr. Griggs said 
|} that the important need in this connec- 


tion of the wants of the layman He 
said that the business man does not car¢ 
for actuarial and statistical information 


proached, An approach based on the in- 
dividual prospect’s business vocabulary 
was suggested. Mr. Griggs said that it 
would help if every agent could approach 
his prospect with some knowledge, even 
Slight, of the individual prospect's busi- 
ness, as this would make the approach 


followed this and then C. O. Fischer of 
Peoria, Ill., and E. W. Snyder of Cleve- 
land, O., discussed “How Can a General 
Agent Be Most Helpful to His Agency 
Corps.” Suggestions of co-operation and 
reciprocal service were made 


Closing Session 


The Saturday morning and closing ses- 
sion opened with Henry K. Hill as chair- 
man. Ward H. Hackleman of Indian- 
apolis, Ind., read a paper on “By-Prod- 
ucts,” saying that every life insurance 
agent's training called for a diversified 
knowledge of all phases of business. He 
said that every agent should read con- 
stantly and broadly, specializing in such 
subjects as law, medicine and finance. 
These are of special value, Mr. Hackle- 
man said, and make the approach much 





Il. Miss Hazel Read of Minneapolis, | 
Minn., opened the meeting with a paper | 


agent or by the prospect. It is prac- | 


spoke on “The Business Man's View- | 


and thus brought to the Massachusetts | 


j} tion at the present time is the realiza- 


and soon loses interest if thus ap- | 


personal. A query on actuarial subjects | 
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less difficult. Mr. Hackleman further 
mentioned the development of side lines 
in insurance business, such as business 
insurance and said that in these lines 
the additional reading was especially 
necessary. F. C. Barnett of Peoria, I)1., 
and N. V. Bratton of Mattoon, Ill, spoke 
on “Esprit de Corps.” As the subject 
|} indicated, these were both “pep” talks 
land carried the spirit of optimism and 
co-operation throughout. 

An interesting session was then opened 
by Laurence C, Witten of Cincinnati, O.., 
Charles B. Stumes of the Bokum @& 
| Dingle agency of Chicago and I. H 
Offner of the Bokum & Dingle agency in 
Chicago on “How Can Interviews for Big 
Business Be Secured?” Mr. Witten took 
the subject in its broadest and spoke on 
the value of club membership, commun- 
ity service and public service in this 
connection. He said that personal intro- 
| ductions from big men to big men were 
of great value and that a broad ac- 
quaintanceship among the big business 





men was essential. 
Stumes Gave Good Talk 


Mr. Stumes took the subject only in con- 
nection with the obtaining of interviews 
| with unknown big business men, in which 
Protecnadl a letter of introduction is practic- 
| ally necessary or a cold canvass approach. 
Mr. Stumes said that rapidity of approach 
was necessary as a big business man 
would not waste time and also that per- 
severance brought results, as any big 
business man is essentially a big sales- 
man and thus appreciates the man who 
perseveres in obtaining the interview. 
Mr. Stumes emphasized the fact that an 
interview does not mean merely a call, 
but an actual consultation on the pros- 
pect’s insurance. He cited many personal 
eases and listed many “do’s” as well as 
manv “don’ts” for the agents. In the mat- 
ter of personal introduction, he said that 
an introduction is worse than no intro- 
duction unless it comes from a man who 
can require the respect and attention of 
the prospect being approached, Mr. Offner 
took the same side of the subject as Mr, 
|Stumes and gave several personal ex 
amples of perseverance and individual 
methods of approach He said that it 
was necessary to learn all that could be 
found about the prospect before attempt- 
ing to obtain the interview and then ap- 
proaching the subject rapidly and posi- 
tively. Carl Le Buhn of Davenport, Ia., 
and Joseph W. Briggs of Milwaukee, 
| Wis.. then spoke on “How to Avoid, as 
Well as Meet, Competition.” Mr. Le 
Buhn said that the subject indicated 
the relative importance from its word- 
ing, the avoiding of competition being 
of first importance and then, if un- 
avoidable, the meeting of it. He said 
that much competition was created by 
the agent through his manner of ap- 
proach. If any question is raised in the 
prospect's mind and not definitely set- 
tled at once, it is practically unavoidable 
that another agent is called in to render 
|the desired service, Mr. Briggs gave a 
short talk on the same subject but as 


the time was short he did not read his 
paper in full J. C sehan, superintend- 
ent of agencies of the Massachusetts 
Mutual, who was to have spoken on “The 
Qutlook” gave a few words on the value 
of the speeches of the program and said 
that more could be obtained on this sub- 
ject from study of their talks than he 
could say. In the evening over 200 at- 
tended the annual banquet, at which 
Governor J. A. O. Preus of Minnesota and 
Miss Alma G. Robb of St. Louis, Mo., 
spoke. 


Northwestern’s Iowa Meeting 


Buoyant spirit and optimism featured 
the convention of the general agents 
and later of the selling agents of the 
Northwestern Mutual Life held in Des 
Moines, lIa., last week. The conven- 
tion was well attended and declared one 
of the best the agents have ever had. 
Without exception, the insurance men 
reported a remarkable upward ten- 
dency in Iowa business and agricultural 
affairs in the past month that augurs 
for a splendid year in the Hawkeye 
state. J. J. Hughes, general agent in 
Des Moines, pointed out that the North- 
western has $101,000,000 in force in 
Iowa and $45,000,000 invested in Iowa 
first farm securities. “No other single 
corporation has an amount so large in- 
vested in the old reliable Iowa farm 
mortgage,” says Mr. Hughes. Harry 
L. French of the home office at Milwau- 
kee spoke on “Backs to the Wall” at the 
closing session Friday. 
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INTERESTING FIGURES | 





BOYER GATHERS STATISTICS | 





Shows Number of Agents Licensed in | 
the Various States—Over 600,000 
in All 


Charles H. Boyer of Chicago, man- 
ager of the casualty department of the | 
National Life U. S. A., in his paper 
before the Health & Accident Under- 
writers’ Conference at Kansas City this 
week, gave a list of licenses issued by 
the various insurance departments. Mr. 
Boyer makes the statements that these 
licenses represent insurance agents. 
There may be some doubt as to whether 
this is true, although Mr. Boyer wrote 
to the several insurance departments to 
ascertain how many agents were li- 
censed and received the figures. The 
departments keep a record of the li- 
censes issued and in many cases do not 
keep a record of the individual agents. 
Mr. Boyer, however, presents some in- 


teresting statistics. He claims that in 
the United States there are 604,691 li- 
censed insurance agents. The leading 
state is New York with 80,000. Illinois 
comes next with 67,500. Some of the 


larger states follow: California, 25,000; 
Indiana, 10,000; Iowa, 16,000; Kansas, 
14,000; Massachusetts, 12,469; Minne- 
sota, 15,000; Mississippi, 15,000; Mis- 
souri, 25,000; Nebraska, 10,800; New 
Jersey, 10,000; North Dakota, 15,500; 
Ohio, 30,000; Oklahoma, 10,000; Penn- 
sylvania, 35,000; Texas, 21,780; Wash- 
ington, 10,000; Wisconsin, 42,000. 
Number of Companies 


He states that in gathering statistics 
from the various records he finds that 
there are now 2,368 insurance compan- 
ies including mutual associations and 
853 fraternals doing business in this | 
country. Of these there are 323 life, 
1,481 fire, 338 casualty and 226 miscel- | 
laneous. He finds that there are more |} 
than 175 inter-insurers and_ reciprocals 
and 1,700 county mutual fire associa- 
tions. Altogether there are something | 
like 6,000 different organizations fur- | 
nishing insurance. 

List of Agents By States 

Licensed insurance agents by states 
are given by Mr. Boyer 


Alabama ... 3,516 New Hamp 2,182 
Arizona .... 700 New Jersey.. 10,000 
Arkansas --- 9,000 New Mexico. 700 
California ... 25,000 New Yo rk .. 80,000 
Colorado ... 7,200 Nor. Carolina 3,914 
Connectic “ut. 6,000 Nor. Dakota 15,500 
Delaware ... 750 Ohio be ... 30,000 | 
Florida .... 1,500 Oklahoma ... 10,000 
Georgia ..... 2,500 Oregon ..... 4,000 
Idaho ..... 1,000 Penna. .... 35,000 
Illinois ..... 67,500 Rhode Island 2,625 
Indiana -. 10,000 South Car... 5,000 
Iowa .... -- 16,000 South Dak... 4,500 
Kansas - 14,400 Tennessee . 4,500 
Kentucky. 9,100 Texas ....... 21,780 
Louisiana ... 7.5800 Utah ....0.0% 1,500 
Maine ....... 3,000 Vermont .... 1,400 
Maryland aa 5,000 Virginia 4,900 
| RR 12,469 W ashington. 10,000 
Michigan ... 40,000 D.C. ........ 3,300 
Minnesota .. 15.000 West Va. ... 3.000 
Mississippi... 15,000 Wisconsin .. 42.000 | 
Missouri .... 25,000 Wyoming .. 4,200 
Nebraska ... 10,800 eae 
Nevada ..... 1,215 Total .....604,591 


Southern Union Life’s Fire 


WACO, TEXAS, March 7.—The 
home of the Southern Union Life Insur- 
ance company here was damaged by 


fire to extent of $40,000 this week. The 
cause of the fire has not been deter- 
mined. The records and fixtures and 


furniture of the company were not dam- 
aged, the fire being confined to the first 
floor of the building 

At a meeting of the board of direc- 
tors of the company this week James 
L. Mistrot was elected president to suc- 
ceed his father, H. B. Mistrot, who died | 
recently. Since the organization of the | 
company in 1919, Mr. Mistrot served as 
secretary-treasurer. J. H. Barker, who 
has been assistant secretary and treas- 
urer, was elected to succeed Mr. a 





rot. 


LIFE INSURANCE EDITION 15 








“PAY STOPS” 


The value of a railroad depends 
upon its “pay stops.” If half the 
stations along its way produce 
no passengers or freight the rail- 
road runs at a loss. 





Your interviews are your “stops. 
The more successful interviews 
you can conduct in your terri- 
tory the better your contract 


There Are — 
Now Some You have a chance to make every inter- 
view pay you returns when you holda 
Lincoln Life contract, because the 
Agency Lincoln Life accepts women on the 
Opportunities same basis as men; it allows you to write 
in people engaged in hazardous occupa- 
tions and with physical impairments. 
The Lincoln Life will accept the risk on 
practically every application you send in, 
and will get your policy back to you for 
delivery in record breaking time. 


Exceptional 


lowa 


You can earn big returns from the “‘pay 
stops” afforded you when you 
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The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Ind. 
Now More Than $200,000,000 in Force 
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SHUTS DOWN 


HENRY TAKING STRONG HAND 


ON RAID 


Mississippi Commissioner Demands 


His Approval Before Gulf Coast 
Life Shares Are Transferred 


JACKSON, MISS., March 6.—Com- 
missioner Henry, of Mississippi, 
determined to prevent an attempted raid 
on the Gulf Coast Life of Gulfport, 
Miss., and has instructed C. L. lsom, 
secretary of the company, to make no 
further transfers of the company’s 
stock without the stamp of approval 
of the Mississippi department. 

For some time it has been generally 
known in Mississippi that a number of 
the stockholders of the Gulf Coast 
were dissatisfied, largely because of the 
fact that they have never received a 
dividend, and it has been freely stated 
that the company “could be bought.” 

Dr. H. M. Folkes, president since the 
company’s organization in 1911, re- 
cently sold almost his entire holdings 
of stock, and retired from the presi- 


1S 


THE NATIONAL 
dency on account of ill health. He 
was succeeded by M. C. Tyler, of 


general agent for the last 
It is now understood that 


Clarksdale, 
five years. 
Mr. 
Life of St. 

E. W. 


Louis. 

Merritt, representing the In- 
ternational, has been in Mississippi for 
a number of weeks, and has bought 
quite a large number of outstanding 
shares, principally from the minority 
stockholders at various figures. It is 
stated that some of the stock was sold 
for much less than its real value, and 
that some of it was exchanged for stock 
in the international enmng Company. 


Hardin Sein Re-election 


OKLAHOMA CITY, OKLA., Mar. 
7—E. W. Hardin, insurance commis- 
sioner, has announced that he will be 
a candidate in the Democratic primary, 
Aug. 1, for nomination to succeed him- 
self. Mr. Hardin, who formerly was 
secretary the state insurance board, 
was appointed to succeed A. L. Welch 
as insurance commissioner Jan. 1, 1921. 

The Farmer-Labor Reconstruction 
League of Oklahoma has _ indorsed 
John L. Pickens of Fairview, Okla., an 
agent for the St. Paul Fire and Marine, 
for insurance commissioner. 


of 


UNDERWRITER 


|'SPEAKS AT CONGRESS 


| 


|C. P. PETERSON AT LINCOLN 


Tyler represents the International | 





| Tells of Waste of Benefits and Makes 
Suggestions to Decrease Dissipa- 


tion of Estates 


C. Petrus Peterson, 
of the Old Line Bankers 
before the sales congress 
Nebr., last week on “How 
| Dissipated.” In explaining how life 
| insurance benefits are wasted under 
lump sum settlements and outlining the 


general counsel 
Life, 
in Lincoln, 
Estates are 





\various channels of dissipation, Mr. 
Peterson continued as follows: 

| No Longer Battle Ground 

| 

‘The field of life insurance: is no 
| longer a battle ground between be- 


lievers and non-believers in protection. 
The old prejudices have long since been 
swept away and the desire to make 
suitable provision against the contin- 
gencies of untimely death and loss of 
earning power by age has reached 
universality which even the most fear- 
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| forces, 


spoke | 


| the results of his effort, 


a | 
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less optimist of the last generation 
might well have hesitated to predict. 
‘The battle ground today 1s shifted 
from the date of the taking of the ap- 
plication to the date when the contin- 


gency insured against has happened 
The immediate problem of life insur- 
ance is not to sell insurance in in- 


creased volume, but rather to consefve 
the proceeds of insurance and make 
such proceeds answer the purposes of 
the policyholder. So efficient have the 
bent on destroying the benefits 
of insurance, become that the average 
insurance solicitor, when he studies 
is inclined to 
regard himself as a blue sky artist 
rather than a promoter of thrift. We 
stress the argument that life imsurance 
produces thrift. The thrift of the in- 
sured, however, too often creates 
spendthrift beneficiaries. The attack is 
so. persistent and so universal that one 
sometimes wonders if we are not deal- 
ing with a conspiracy to destrov insur- 
ance benefits. 
Conditions Must Be Remedied 

“Mere preaching against such busi- 
ness practice and condemning the par- 
ticipants will not change the fact. 
Business men generally are satisfied 
with easing their conscience by the 
statement that if they don’t get the 
money someone else will. And unless 
precautions are taken their conclusion 
generally justified. 
“Conservatively collected statistics 
compiled by some of the larger com- 
panies from available records in pro- 
bate courts and similar sources in- 
dicate that estates, whether insurance 
estates or other estates consisting of 
liquid assets, of $50,000.00 and over, are 
dissipated in an average of from 7 to 
vears. 90 percent of all estates left 
women are lost in five vears. Un- 
this situation is remedied, life in- 
surance will not continue occupy 
the loftv position in public esteem it is 


is 


to 
less 


to 


now enjoying. 
“My subject would indicate that the 
committee intended to limit me to 
pointing out the sources of destruc- 
tion. I shall take the liberty, hcewever, 
of suggesting what, to my mind, ap- 
pears to be some measure of remedy. 
Remedies Are Suggested 
“First. Life underwriters should de- 


| velop the practice of measuring the in- 





surance sold by the income producing 
capacity of the proceeds either for life 
or for a definite period. This idea 
should be sold not only to the policy- 
holder, but, wherever opportunity per- 
mits, also to the beneficiaries. In other 
words, the sale should be a sale of in- 
come and not a sale of policy figures 
in lump sums. 

“Second. The intelligent life under- 
writer should study the situation of the 
prospect and know definitely the 
hazard he is insuring against. For in- 
stance, if the policyholder’s business 
requires outstanding liabilities which 
his death would mature, thereby pre- 
cipitating a run upon accumulated pri- 
vate assets, he wants, and ought to 
have, lump sum settlement. Again, if 
the insured has a small mortgage on 
his home and desires the balance as 
income, the salesman does a wrong by 
limiting the proceeds to an absolute 
annuity without provision for the can- 
cellation of the mortgage. However, if 
the insurance is a substitute for the 
earning power of the insured it should 
be made in fact and in law. The 
latter is by all odds the general situa- 
tion, after excluding the business in- 
surance. 

“The problem one between the 
underwriter and the insured. You are 
the expert—vour prospect has a right 
to expect and to receive sound advice. 
I believe that we should distinguish be- 


so 


is 


tween peddlers of insurance and life 
underwriters.” 
F. 8S. Hoffman, vice-president of the 


Prudential, will be the principal speaker 
before the annual banquet of the Travel- 
ers Club of Hartford on March 23. There 
will be a varied entertainment program. 
Mr. Hoffman is nationally known for the 
statistical data he has compiled. 
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PLANS NOW COMPLETE| PROGRAM IS EXTENDED 


PROGRAM FOR SALES MEETING| AGENCY SUPERVISORS MEET 


Chicago Association Will Stage Big| Shenandoah Life Men Called to Home 


Rally March 13—Several New 
Speakers Arranged For 


Plans for the one day sales congress 
to be given by the Chicago Association 
ot Life Underwriters at the Hotel La 
Salle Chicago, on March 13, have been 
completed. Wilmer M. Hammond of 
the Equitable Life is chairman of the 
program committee. In addition to the 
speakers already arranged for there will 
be a talk by A. P. Ballou, manager of 
Louis- 


the Mutual Life of New York at 
ville, Ky. Mr. Ballou will have as his 
subject “Self Development”. Another 


speaker just arranged for is Julius H. 


Meyer, general agent of the New Eng- 
land Mutual at Chicago, who will lead 
a 40-minute discussion. Daily bulletins 


are being sent to Chicago life insurance 
men in an effort to stimulate the greatest 
possible interest. 

Business sessions will be 
the morning and afternoon. There will 
be no evening session, but a luncheon 
will be served at noon. An attendance 
at the business sessions of 1,000 is ex- 
pected, and it is hoped that 750 will 
put in an appearance at the luncheon. 
Mr. Hammond has spared no effort to 
make the coming meeting the greatest 
in the history of the Chicago Associa- 
tion. The program in full as finally ar- 
ranged is as follows: 

MORNING 


held during 


SESSION 


Presiding—Wilmer M. Hammond, Chr. 

9:30—Piano Solo. 

9:40—Invocation 

9:45—Singing—Harry McNamer, Leader 

9:55—Welcome by Mr. Hammond 

10:00—Address—Gatling Gun (H. L.) Fo- 
gleman, “The Master Salesman.” 

10:40—Forty minutes of open discussion 
led by Julius H. Meyer, General 
Agent New England Mutual Life 
Insurance Co. 

11:20—Address—Professor CC. W Was- 
sam, University of lowa, “How 
the Modern University Can Serve 


Salesmen.” 
LUNCHEON 
At Twelve O'clock 
Stuart B. Edmondson, 
AFTERNOON SESSION 
Presiding—E. A. Ferguson 
1:55—Opening Remarks. 


Life 


Rev Speaker 


2:00—A, P. Ballou, Manager, The Mutu: al 
Life Insurance Company of N 
Louisville, Ky., “Self Develop- 
ment.” 


2:45—Piano Solo. 

2:50—Address—Frank H. 
President The Equitable 
surance Society of N. Y. All goed 
talks on the selling of Life Insur- 
ance by men who have won their 
spurs selling—and wear them 
well. 

4:00—Adjourn. 


Davis, Vice- 
Life As- 


Illinois Life Club Meeting 


The next meeting of the $100,000 
Club of the Illinois Life will be held in | 
Chicago at the time that its company’s 
new home office building will be for- 
mally opened and dedicated. The meet- 
ing will be held in connection with the 
annual meeting of the Green Signal 
Club which is comprised of agents rep- 


resenting the company in Illinois. 
Will Write aiadiier Groups 
The Missouri State Life has made 
its group coverage for life insurance 


more elastic in that it will issue a con- 
tract covering than 50 employes. 
However, it requires a short form of 
medical blank to be executed and re- 
serves the right to take up or reject 
any risk which is not the case where a 
regular group policy is taken. This 
will open the way, however, for the 
writing of smaller groups. 


less 








The Security Life & Trust, of Greens- 
boro, N. C., was admitted to do business 


in Texas last week. 








Office to Confer on Business 
Production 


agency super- 
was held 

Agency 
addressed 


A conference of the 
visors of the Shenandoah Life 
at the home office March 3. 
Manager W. F. Macallister 
the supervisors outlining the 
ment plans for the coming year. 
pervisor J. A. Gorham was sent into 
North and South Carolina for intensive 
development work. Supervisor W. V. 
Thompson, who has been doing inten- 
sive development work in Virginia, has 
sent into Tennessee for develop- 
work with several district man- 
the Shenandoah Life in that 
Supervisor A. W. Duke, who 
charge of the home office 
will in addition to super- 
charge of 
southeastern 


been 
ment 
agers of 
state. 
has been in 
general agency, 
vising it have 
work in the 
Virginia. 

The supervisors expressed themselves 
as being heartily in accord with the 
agency manager’s plans. Mr. Macallis 
ter reported the inauguration of a busi- 
ness extension bureau. In this 
there will be several departments, viz.: 
Circularization, conservation, and a 
home office prospect lead bureau. 

The supervisors departed very much 
enthused with the progress the com- 
pany is making in 1922. A comparison 
of examined business in the first 
months in 1922 was shown as follows: 
January, 1921.. oa $ 537,000 
February, 1921. 


portion ol 


$ 940,000 
$1,005,000 
1,070,000 


192” 
1922 


January, 
February, 


$2,075,000 
PLANS FOR BOSTON CONGRESS 


All Life Underwriters in New England 
Invited to Attend One-Day 
Session on March 16 


March 7 rhe 
annual Sales Congress of the 
Life Underwriters’ Association 
held in Ford Hall, Boston, 
Thursday, March 16. All life un- 
derwriters in New England are invited, 
the limit being only the number of 1,500, 
the accommodations of the hall. The 
Congress will open at 9:15 a. m., ad 
journ for luncheon, resume at 
and close at 4:30 p. m. rhe 
will be at 7 p. m., served in 
being limited to 500 

Mayor James M. Curley will 
the convention. John L. Shuff of 
cinnati, the National Association presi- 
dent, will be the principal speaker, and 
is being advertised as the only Amer- 
ican agent who ever interviewed Lloyd 


BOSTON, MASS., 
second 
Boston 
will be 


banquet 
the same 
hall, 
open 
Cin 


George. Other speakers will be Vice 
President John A. Stevenson of the 
Equitable Life of New York; Vice- 


President James E. Kavanagh of the 
Metropolitan Life and George S Smith, 
president of the Boston Cham- 
ber of Commerce and the Boston City 
Club. There will be three speakers 
at the banquet, one of whom will be the 
new district attorney of Suffolk county, 
Thomas O’Brien. 


former 


Elected Vice-President 
The directors of the Peoria Life have 
selected Henry Loucks to fill the vacancy 
in the vice presidency of the company, 
caused by the death of J. H. Lungate of 
LaHarpe. Mr Loucks continues as 
superintendent of agents, a position he 
has filled 12 years. Other officers of the 
Emmet C. May; 


Loucks 


company are: President, 

secretary and actuary, G. B. Pattison; 
treasurer, E. N. Woodruff; cashier, N. M. 
Monahan; medical director, Dr. George 
Parker; general counsel, J. B. Wolfen- 
barger. 


develop- | 
Su- | 


development | 


bureau 


two | 


403,000 | 


2 o'clock | 
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Here’s Your Opportunity 


WE WANT MANAGERS 


For the States of 


Kentucky and Pennsylvania 


Experienced men of ability will find it to their advantage to contract 
with us. We offer most inviting terms to both managers and field men. 


Home Office Co-operation. Correspondence Confidential. 


LET US HEAR FROM YOU AT ONCE 


We are making an important expansion drive in above 


States and twenty-nine others. WRITE or WIRE 


The Bankers Reserve Life Company 
Home Office: Omaha, Nebr. 


.$12,000,000 
Business in Force 80,000,000 








Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 


Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 
and Industrial Policies from $12.50 to $1,000.00 


Condition on December 31, 1920: 
SEE RET ETO FES Oe ae SENS ye a EE MT $ 24,143,510.56 
a a 21,803,452.41 
cu ndmaneuandbinesaeiieeics 2,340,058.15 
SEE Se ree nm Heme rEN Nn D NEE 207,301 ,719.00 
Payments to Policyholders _ 1,983,096.17 
Total Payments to Policyholders Since Dette. hianeabnees .$25,823,269.97 


John G. Walker, President 








1922 


1851 Seventieth 


Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 


During this long span of years the Company has maintained a high 
reputation for fair and honorable dealing with 
policyholders and agents. 


William D. Wyman, President 
Winfield S. Weld, Supt. of Agencies 











J. O, LAUGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 

















BIG MAN WANTED— 


For General Agency 
Opening in South Dakota 
March Ist 
We have a large number of OLD POLICY-HOLDERS in this 


territory as leads for new business. 


THIS IS ONE OF OUR VERY BEST OPENINGS 


Give References 
and Insurance Experience 
in first letter 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


SAINT PAUL MINNESOTA 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


]ateeeam LATEST POLICIES AND AGENCY CONTRACT Sai a7 \He 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 


Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio— West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 














In Business Since 1862 







——ceruk D 
LiFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


Insures all cl of selected lives, issuing policies on the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent reserves providing protection against all emergencies. Information and 

vice on any matter relating to Life Insurance is Available at any time through the 
Agencies or Home Office of this Company. 














Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 











OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of Iowa. 


WA N T E Good Locations in Ohio 


Write the Home Office for further particulars. Here’s an opportunity 
for a good man to get in on the ground floor with a progressive 
young Ohio company. 


THE GEM CITY LIFE INSURANCE CO. 


DAYTON, OHIO 








District Managers for 

















COMMONWEALTH PROMOTION 





Louisville Company Elects Successor 
to J. D. Powers, Who Is Now 
Chairman of Board 


Johnson, for seventeen 
years vice-president and treasurer of 
the Commonwealth Life of Louisville, 
has been made president, Joshua D. 
Powers, president of the organization, 
having voluntarily resigned the presi- 
dency and become chairman of the 
board of directors. 
formed in 1905 and Mr. Powers became 
president at that time, while Mr. John- 
son has also held the same office 
through the life of the company. 
Other officers elected included: First 
vice-president, Caldwell Norton; second 
vice-president, Powhattan Woolridge; 
third vice-president, Lee FE. Cralle; 
fourth vice-president, Louis G. Russell, 
in charge of the industrial department. 
I. Smith Homans is secretary and ac- 


Darwin W. 


tuary; Thomas J. Johnson, treasurer; 
W. F. Blackford, medical director; 
Barson & Cary, general counsel, and 


Joseph R. Hoffman, assistant secretary 
and assistant treasurer. 


There Since Organization 


Mr. Johnson is 59 years of age, and 
has been with the company for seven- 
teen years, or since its organization. 
Prior to that, he was in the leaf to- 
bacco brokerage business in Louisville. 

Col. Powers and Mr. Johnson, work- 
ing well together for many years, have 
developed the Commonwealth into a 
very excellent company, which has been 
making steady progress. Col. Powers 
has reached an age where he plans to 
leave more of the active business man- 
agement to the younger men of the 
organization, giving him more time for 
recreation and travel. 


Grange Life Increases Dividend 


The Grange Life of Detroit has rec- 
ommended an increase of 25 cents per 
share in dividends, based upon the in- 
creased business. The company now 
has more than $12,000,000 of insurance 
in force, an increase of $1,000,000 over 
1920. The capital and surplus now total 
$468,388, with assets of $1,194,711. 








Field Men’s Club to Meet 


The Chicago Life Insurance Field 
Men’s Club will hold its next meeting 
on March 16, at which time Dr. Ed- 
ward H. Baker of the University of 
Chicago and a specialist of repute, will 
speak on the general subject of re- 
search work in substandard cases. 
This talk and the entire meeting will 
be of special interest to Chicago under- 
writers, as a clinic for the handling of 
such cases is being planned for the City 
of Chicago, smiliar to that in operation 
in New York City. The Field Men’s 
Club intends to back the organization 
and aid in its development. Dr. Baker 
is most interested in it and will prob- 
ably head such organization as _ is 
formed, his talk will be to the point. 
It is on a subject of interest to all life 
underwriters and in connection with 
a matter that is often a stumbling block 
to life insurance agents. 


Life Notes 


Eugene M. Pease has been appointed 
cashier of the Kansas City branch of the 
Aetna Life and Affiliated Companies. He 
former Cashier D. R. Winter, 
the change being effective March 1. 

T. J. Holland, general agent at San 
Francisco for the Union Mutual Life of 
Portland, Me., has been ill of the “flu” 
for the past three weeks. He is now said 
to be recuperating after an illness that 
threatened his life and his friends were 
deeply concerned, 


succeeds 


The company was |* 
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SUBSTANDARD FORMS OF INSURANCE 





Some of the Problems That Arise in Connection With 
Underwriting This Class of Business 


HE problems which come before , 
us in connection with the handling | 


of applicants who have such a de- 
gree of impairment that they fall outside 
of the class entitled to insurance at 


standard rates are of more than passing | 


importance. 

In the past the attitude of the younger 
companies has been exceedingly con- 
servative, and I believe rightly so. Rep- 
resentatives of these companies, capable 
as they have shown themselves to be, 
have been conscious of a lack on their 
part of the experience and knowledge 
necessury to the safe handling of im- 
paired risks. 


Rejection Ratio High 
in Life Insurance 


able. If we will not give the agent this 
service ourselves he does not experi- 
ence any difficulty in finding some com- 
pany that will. 

Natural evolution therefore, not 
wholly responsible for our aroused in- 
terest in substandard forms of insur- 
ance. Self-interest is, with some of us 
it all events, going to hasten the proc- 


is, 


ess of development If the medical 
director does not have close contact 
with the actuary, it would be well to 


establish such a relationship quickly, 
and until this is possible 1 would rec- 
ommend that a company leave the ma- 
jority of substandard severely 
alone. 


cases 


| Extra Rating Methods 


The medical directors have, of course, | 


always been able to advise the com- 
panies regarding conditions which make 
it impossible to consider an applicant 


standard, and the companies have 


in | 


Used by Companies 


conclusions as 
with which 


formed your 


kind of impairment 


Having 


to the 


you are dealing, the next step, in theory | 


at least, 


Life companies are particularly interested these days in the underwriting of 


sub-standard risks. 


bring in underaverage lives is one of the developments of this decade. 


This widening of life insurance coverage down the line to 


There 


has been much study given to the subject by actuaries and life insurance experts 


in general. 
into the subject. 


The American Life Convention now has a special committee delving 
George Graham, vice-president of the Central States Life, who 


read the accompanying paper before the medical section of the American Life 
Convention, is president of the American Institute of Actuaries and is regarded 


as one of the best informed men of his profession. 


The paper will be presented 


in two sections, the first part of it this week and the second part next week. 
It is a valuable contribution to the literature of life insurance on this particular 


topic. 


general been satisfied to abide by the | 


medical directors’ decisions. It has 
been a safe course to pursue and, may 
I say, also an easy one. Its results 
are reflected in the very satisfactory 


mortality which most of the younger 
companies have experienced, but it is 
a course that has been pursued at con- 
siderable loss to other departments of 
the business. 
been high, unduly high some 
say, and if that is true our volume 


might 
of 


Our rejection ratios have | 


business has suffered and our agents in | 


the field have been denied the full re- 


ward of their labors. 


Awakened Interest in 
Substandard a Healthy Sign 


This awakened interest in substandard 
insurance, therefore, is a healthy sign; 
after all, it is no more than a natural 
development of our business, a step that 
has already been taken by some of our 
members, and one which the rest of 
us may be well advised to follow with- 
out needless delay. Many of our agents 
are no longer satisfied to accept as final 
our rejections of impaired risks unless 
we can satisfy them that even a sub- 
standard form of policy is not avail- 
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is to decide the proper method 


by which the additional mortality ex- | 
pected in the class within which the | 


impairment falls can best be assessed 
with fairness to the applicant, without 
to the company and, last but not 
least important, in saleable form. 

The methods in use at present can be 
briefly set forth as follows: 


loss 


1. Extra premium per $1,000 of insur- 


ance, which extra shall be the same 
for all ages at entry and all plans of 
insurance, 

2. Temporary liens against the sum 


insured, constant or decreasing, or a 


combination of these. 


3 Advance in age. 
4 Extra premiums based on percent- 
ize additions to the standard mortality 


5 Limiting the plan to short-term en- 

dowments or life forms with terminating 

options at the end of a term of years 
6 Special dividend classes. 


No One Method Best 
To Provide for Mortality 


It cannot be claimed for any one of 
the methods here mentioned that it is 
better suited than the others to provide 
for the extra mortality of all kinds of 
impairments; the method best suited to 


each impairment is that which most 


LIFE COMPANIES 
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831,872,012 52,929,434 
24,429,104 266,864 


r 


closely follows in the manner of assess- 
ing the additional charge, the incidence 
of the extra mortality peculiar to the im- 
pairment in question, 

'n a standard mortality table such 
the North American Men Table we have 
a substantially accurate statement of the 
expected mortality among standard risks 
at each year of age and each significant 


as 


duration, but in dealing with impaired 
risks we do not have the advantage of 
statistics presented with such detail, it 
being customary to measure the actual 


mortality under an impaired group with 
the expected by some standard table and 
to express the excess for all ages and 
durations combined over the expected by 
the table as a percentage of 
the standard expected mortality The 
data relating to particular impairments 
are generally too scant to permit closer 


analysis 


standard 


In some inst the extra mortality 
could be expressed as so many additional 
deaths per 1,000 of exposures, but this 
method is not commonly used. It will 
rarely be found that the average per- 
centage of extra mortality applicable to 
a particular group of impaired lives will 
apply to subdivisions of the same group 
by ages and durations, and com 


inces 


when 





GEORGE GRAHAM 


Central 
St. Louls 


Vice-President, States Life of 


paring one group of impaired risks with 
another the incidence of the extra mor- 
tality from year to year and at different 
ages will always similar 
chgracteristics. 


Neither Method Is Able 

to Express Accurate Mortality 
investigations have proceeded far 
enough, however, that we do know 
that the incidence of the extra mortality 
for various impairments is not likely to 
be accurately expressed either by 
stant percentage or a uniform 
addition to the standard mortality | 

A uniform additional number of deaths 


not disclose 


Our 





a con 


increase 


may be the predominating feature of the 
extra mortality for certain impairments 
and certain periods of exposure or the 
extra mortality may be better expressed 
as a percentage for other impairments 
or other period The extra mortality 


STATEMENTS 
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For Seventy-Seven Years 


The idea conveyed by the words MUTUAL BENE- 
FIT—“The good of the whole applied to the affairs 
of each one’’—has been the guiding principle in the 
treatment of policyholders ever since this Company 
was organized in 1845. It has been emphasized anew 
in the 1922 policy contract now offered. 

The provisions of the new policy have all been ex- 
tended so far as possible to holders of old policies in 
accordance with the Mutual Benefit’s principle of 
retroaction. 

The Mutual Benefit has always been a purely 
mutual institution operating under a perpetual charter, 
dominated by the one thought of service to policy- 
holders. 


The Mutual Benefit Life Insurance Company 
of Newark, N. J. 
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may be a steadily increasing quantity 
for the remainder of life or it may be in- 
creasing for a period of years, then 
remain fairly constant or gradually di- 
minish; in fact, the various groups of 
impairments may show as many different 
forms of excess mortality as there are 
possible combinations of increasing, de- 
creasing, constant, continuous and tem- 
porary extra mortality. 


Both Plans Can Be Used 
to Good Advantage 


It is not possible, therefore, to advo- 
cate any one of the methods referred to 
as better suited than another for all 
classes of impairments. We can, by an- 
alyzing each of the methods, ascertain 
the kind of extra mortality for which 
each is best suited, and from the knowl- 
edge so gained of the outstanding char- 
acteristics decide which method most 
nearly fits our individual requirements. 

The uniform extra per $1,000 of insur- 
ance is accepted as suitable in dealing 
with hazardous occupations, where the 
nature of the extra risk arises solely 
from accident. It is simple of applica- 
tion. The main objection that occurs to 
me is that the amount of extra which 
may be no more than adequate to provide 
for the extra hazard in the early years of 
the policy will become excessive in the 
later years of duration when a substan- 
tial reserve has been accumulated and 
the amount at risk has been correspond- 
ingly reduced. 
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Some recognition of this condition is 
generally made by charging a lower 
extra for the endowment plans. Investi- 
gation of many occupations where the 
accident hazard is mainly involved shows 
that the worker acquires a greater de- 
gree of caution with advancing age, with 
a consequent reduction in the number of 
accidental deaths, so that the inequity of 
the excessive charges at the older ages 
is further aggravated by this condition. 
This method of providing for occupa- 
tional hazards does not appeal to me as 
one which has sufficient advantage over 
any other method to make it worth a 
company’s while to retain it for occupa- 
tional hazards if it has decided on some 
other method of dealing with medical 
impairments and those occupations 
where the increased hazard includes sus- 
ceptibility to disease. 
being 


Liens are recognized as pe- 
culiarly applicable to those impairments 
where the excess mortality is of a tem- 


porary nature and expected to disappear 


in course of time. The initial amount of 


the lien may be large or of moderate 
amount and the duration may be short 
or long; the initial amount of lien may 


be retained for a period of years before 
provision is made for its reduction or a 
gradual reduction may be effective from 
the beginning, all depending upon the 
characteristics of the additional mortality 


expected. It is evident, therefore, that 
the lien method is adaptable to many 
varieties of impairments. If combined 
with an endowment policy, not neces- 
sarily one of short duration, a very high 
initial excessive mortality may be pro- 
vided for. It is said in its favor that 


only those applicants who feel that their 
prospects of ultimately overcoming their 
impairment are good will accept a policy 
with lien. 


Lien Method Grants 


Only Partial Protection 


A fair criticism of the 
that it grants only partial protection to 


lien method is 


a class of risks which, because of their 
impairments, are in greatest need of 
complete protection. It has been the 


practice of some companies to offer ap- 
plicants a choice of a policy with a lien 
or an equivalent extra premium. The 
fear has been expresséd that such a 
practice may result in an adverse selec- 
tion, those applicants having confidence 
in their physical condition will accept 
the lien, while the others will pay the 
extra premium, By making the extra 
rremium substantially higher than the 
equivalent value of the lien this objec- 
tion might be overcome, and if the agent 
receives a commission on the extra pre- 
mium collected it is reasonable to ex- 
pect that he will advocate acceptance of 
the policy with the extra premium. 

For temporary impairments the lien 
method has advantages which may well 
a company to use it for such im- 

I doubt its suitability where 
amount of the lien has to be 
than 50 per cent of the 
temporary extra pre- 
impresses me as 


prompt 
pairments. 
the initial 
fixed at more 
sum insured. A 


mium for such cases 
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likely to prove more satisfactory to all 
concerned. 


How Duration of Lien 
Is Fixed in Britain 


In Britain the duration of the lien is 
customarily fixed at the expectation of 
life and the reduction is made annually 
by proportionate parts. The most com- 
mon practice in the United States is to 
reduce the lien each year by the amount 
of the premium paid, although another 
method is to fix arbitrarily the duration 
at 5, 10 or 15 years and provide for pro- 
portionate reduction from a point either 
one year after issue or later, at which 
the company decides it can allow this 
to take place. 

I have a preference for the last men- 
tioned method as being most convenient 
of application. If the lien is maintained 
at a constant amount during the years 
immediately following issuance, provis- 
ion is thereby made for an increasing 
amount of extra mortality during that 
period, assuming standard reserves are 
carried. 

The advance-in-age method is used by 
a number of companies with apparently 
satisfactory results to them. If the num- 
ber of years advance in the true age is 
made uniform for all ages at entry, the 
excess mortality provided by this means 


will represent a greater percentage of 
the tabular for the older ages at entry 
than the younger ages. 


A greater number of years advance in 
the age is necessary on the endowment 
than on the life plan to provide for the 
same extra percentage of mortality, 
although the extra will actually be less 
in dollars and cents. 


Uniform Constant Addition 
to Standard Table 


The better method of using the ad- 
vance-in-age method is to construct 
tables, based on a pereentage or uniform 
constant addition to the standard mor- 
tality table, in which the equivalent 
advance in age is shown for each age at 
entry and for the various plans and 
after assessing the percentage additional 
mortality to be provided for in accepting 
the risk, ascertain from the tables the 
equivalent advance in age. It will be 
found, as already stated in another way, 
that at the older ages at entry the ad- 
vance in age to provide for a certain 
percentage of additional mortality is 
considerably lower than that required at 
the younger ages. 

In applying this method it is custom- 
ary to allow the increased loan and 
surrender values applicable to the ad- 
vanced age and, where participating, to 
allow the dividends also at the higher 
age and in all particulars treat the policy 
exactly the same as a standard policy 
issued at the advanced age. 


In Event of Surrender 
There is a Large Refund 


The objection to this procedure is that 
in event of surrender a large part of the 
extra premium collected has to be re- 
turned in the form of an increased sur- 
render value allowance. While this 
objection can be overcome by making the 
advance in age substantially greater 
than would be necessary if the higher 
values at the rated age be not allowed, 
the increased extra premium would no 
more than offset the advantage of the 
higher surrender values and simply adds 
a needless burden to the insured who is 
seeking protection at reasonable cost. 

If the advance-in-age method be used 
with increased surrender values corre- 
sponding to the advanced age, the higher 
rate of extra mortality provided for is 
very substantially lower in the early 
years of the policy than the company 
ought to have, and in the later years is 
needlessly excessive. 


This can be illustrated as follows: At 
age at entry 20 an impairment calling 
for 50 percent extra mortality would 


necessitate an advance of 11 years in the 
age. In the first policy year we would 
therefore collect a mortality rate ap- 
plicable to age $31, which is equivalent 
to providing for 9 per cent more than 
the standard mortality rate at age 20. 


Mortality Ratios in 
Various Policy Years 


In the sixth policy year the mortality 
provided would be 13 percent above the 
normal, in the eleventh policy year we 
would have provision for 19 percent ad- 
ditional mortality, in the sixteenth policy 
year we would have provision for an 
additional 29 percent, but in the twenty- 
sixth policy year we would be providing 
for 78 percent more than the standard 
mortality, in the thirty-sixth year 135 





MEET WITH GOVERNOR 





WAIT ABATEMENT DECISION 


Life Men Have Confer- 
ence with Russell on Matter of 
Stone Bill. 


Mississippi 





JACKSON, MISS., Mar. 7.—At the 
request of Gov. Russell, a number of 
life men met at the governor's office 
Tuesday for the purpose of discussing 
with him the Stone bill abating the 
suits against the life, casualty and mis- 
cellaneous companies recently filed at 
Collins, Miss., by district Attorney 
Browning. Mr. Browning had been 
extended an invitation to be present, 
but was not on hand. Governor Rus- 
sell asked a number of questions. At 
the suggestion of W. C. Wells, general 
counsel for the Lamar Life, each of the 
men present quoted Governor Russell 
the rate on an ordinary life policy at 
his age. No two of the rates were 
alike. However, that did not seem to 
satisfy the governor, and the me¢ting 
was closed without his having ex- 
pressed an opinion as to whether or 


not he would veto the bill. A man 
very close to Governor Russell per- 
sonally and politically expressed the 


opinion that the Governor would veto 
the bill on account of the caustic letter 
written by Mr. Browning, in which he 
complained that while Governor Rus- 
sell had aided and abetted the revenue 
agent in prosecuting his suit against 
the fire companies he had done nothing 
to assist Mr. Browning, that officer 
contending that on filing his suits, he 
was doing what he conceived to be 
his duty under the existing laws rhe 
Governor has ten days in which to act 
on a bill so that it will probably be the 
latter part of the present week before 
his decision with reference to the Stone 
measure is known. 


percent more, and in the forty-sixth 
policy year 155 percent more In this 
case, although we are assuming a 50 
percent additional mortality, it would 
not be until after the twenty-first year 
that we would receive a sufficient mor- 
tality contribution out of the premium 


paid to provide for this amount of addi- 


tional mortality. It is true that the 
deficiency in the early years would be 
balanced by the excess received in the 
later years, but, keeping in mind the 
inevitable lapse rate, it is evident that 
the company will fail to collect a pre- 
mium adequate for the increased risk 
assumed in a great many cases. 
Similarly it will be found that at age 
35, 50 percent extra mortality will call 
for an advance in age of seven years 


and that the advance-in-age method will 
provide for 15 percent additional in the 
first policy year, 23 percent additional 
mortality in the sixth policy year, and 
not until the fifteenth policy year will 
the company receive a sufficient mortal- 
ity contribution to provide for 50 percent 
additional mortality. 


Extra Premium Desirable 
From Outset of Policy 


For age at entry 50 an extra mortality 


of 50 percent will call for an addition 
of five years to the age, and by this 
means 35 percent additional will be pro- 
vided in the first year, 44 percent in the 


sixth year and 50 percent in the eleventh 
year. 
The method of advancing the age and 


allowing increased surrender values 
based on the advanced age does not 
make provision for the type of extra 
mortality commonly met with, and is in 


my opinion not the most desirable method 
for the average company of the American 
Life Convention to adopt. I would prefer 
a method which will insure to the com- 
pany an amount of extra premium avail- 
able from the outset, and adequate each 
year to meet the current extra mortality 
anticipated 
(TO BE CONTINUED) 





W. R. Flower, assistant manager of 
Iowa state headquarters of the Equitable 
Life of Iowa, was married at Pocatella 
Idaho, last week to Miss Betty Scott of 
Carthage, Ill 
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COCHRANE WINS FIGHT 


COMMISSIONER OF COLORADO 


Earl Wilson Has Stood by Guns, 
But He Is Ousted by Court 
Action, 


COLO., Mar. 8.—Earl 
Wilson, insurance commissioner ot 
Colorado, who has been fighting for 
his job, has apparently been defeated 
by Jackson Cochrane, who was ap- 
pointed by the Governor, but has been 
kept from taking charge of his office 
by district court order. Judge Hershey 
ruled that a provisional or temporary 
appointment such as Commissioner 
Wilson possessed is subject to removal 
by the Governor without hearing The 
civil service law the office, he 
says, but provisional appointments do 


DENVER, 


covers 


not fall within the classified list and 
can be removed without a _ hearing. 
Commissioner Wilson’s attorneys re- 
quested a 30-day stay of execution and 
the court granted 15 days for super- 
sedeas, which means on Mar. 22 the 
Supreme Court should determine 
whether or not the stay of execution 


is continued or the ouster order made 
effective. Commissioner Wilson states 
that the case will be appealed to the 
Supreme Court The Supreme Court 
should decide not later than Mar. 27 as 
to the merits of the case. 


March 7 The 
the quo warranto 
Jackson Cochrane, appointee of 
Shoup, to oust Earl Wilson from 


DENVER, hear- 
ing of testimony in 
action of 


Governor 


COLO., 


office as state insurance commissioner, 
was finished last week The suit, which 
is being heard by Judge Henry J, Hersey 


in the district court, was brought by 
Cochrane when Wilson refused to vacaté 
the office after he had been “discharged 
by the state civil service commiss i 
without a hearing. Wilson has main 
tained that he is under civil service and 
could only be discharged after a hearing 
had been granted to him, 

Wilson related from the state his ex- 
perience in the insurance business and 
the incidents which led up to his ap- 
pointment and later those which caused 
his so-called “discharge Victor E, Keys 
attorney general, who is bringing Coch- 
rane’s action in the name of the people, 
placed several insurance agents on the 
stand who testified that Wilson had ad- 
mitted that his experience in, and knowl- 
edge of, the insurance business was 
meaget Nearly all of these men, how- 
ever, were connected with the Mountain 
States Life, the revocation of whose 
license to do business in the state was 
said to be the cause of Wilson's alleged 


disch irge 
Position Not Yet Defined 
NEW YORK, March 8.—What 


position 


the eastern life companies affected by the 
recent decision of the Department of In- 
ternal Revenue with respect to the col- 
lection of taxes upon what the govern- 
ment agents term the “casualty feature 
of life insurance policies,” has not yet 
been determined The intimation has 
come from the west that considering the 
tax an unjustifiable one, the eastern of- 
fices may decline to pay it, challenging 
if need be the matter in the courts 
Whether this assumption will prove cor 
rect or not remains to be seen. The com- 
pany executives here have the subject 
under advisement. 





cinnati 





J. M. GANTZ RESIGNS 


CINCINNATI SECRETARY OUT 


Result of Savings—Insurance Issue in 
Local Association; Copeland 


Is Successor. 


Joseph M 
the Pacific 
has resigned as 

Life Underwriters 
ind is succeeded by Robert 
land, general agent of the 
Life Mr. Gantz 
the resolution passed by 
tion condemning the bank savings and 
life insurance plan being conducted by 
the Norwood bank of Cincinnati. Mr. 
Gantz handles the life insurance end 


Gantz, general agent ol 
Mutual Life at Cincinnati 
secretary of the Cin- 
Association, 
W. Cope- 
Manhattan 
resigned because ot 

the Associa- 


of the Norwood bank rhe plan pro- 
vides for monthly deposits which in- 
cludes the life insurance policy. M1 
Gantz explained that the insurance 
was written by regularly licensed 
agents and that they were all employes 
of the Pacific Mutual with one excep- 
tion. He said that none were employes 
of the bank. Mr. Gantz said that his 


company had gone into the plan very 
thoroughly making arrange- 
ments with the Norwood bank. He de- 


before 


clared that the plan developed life in- 
surance policyholders. He said that 
t would help life insurance and not 
hurt it He said that the men who 
were selling this plan were all regular 
life men Mr. Gantz made it very 
plain that he did not intend to abrogate 
the arrangements with the Norwood 
bank but would see it through 

Th West Const Life has declared a 
dividend of 12 percent on its capital 
tock Last year the dividend was 10 
percent 





Manager Wanted 


FOR ILLINOIS 


One of the strongest and 
most aggressive life insur- 
ance companies in the 
country, with over 500 
stockholders in the State 
of Illinois, offers an un- 
usual opportunity to the 
man who can make good 
in a big way. 

Only a responsible, capa- 
ble, experienced life insur- 
ance man will be consid- 
ered for this vacancy. 


Address A-34 


Care The National Underwriter 











Masonic fraternity. 





. High grade man wanted 

m7 t e 
Opportunity: as Manager of Chicago 
business of large Eastern Company. 
experienced life insurance man and member 


Address A-42, care The 


National Underwriter, giving phone number. 


Must be 
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SUCCESSFUL MEETING 
OF MEDICAL'SECTION 


(CONTINUED FROM PAGE 1) 


careful selection of local examiners. Dr. 
F. L. B. Jenney stated that the organ- 
ization of Illinois medical directors will 
shortly be revived, as it is the opinion 
j majority of the medical directors 
of Illinois companies that a state asso- 
ciation is decidedly beneficial. 


ota 


Brown on Exercise Test 


Dr. Chester T. 
tial Life read 


an important paper on 
“The Exercise Functional Test as Ap 
plied to Insurance Applicants.” Dr. 


Brown developed the idea that many ob- 
scure and unknown physical defects are 
brought to light during an application 
when an exercise test of some sort is 
used. He said that the individual who 
takes an exercise is like the motor that 
is operated. The driver, while he may 
admire an automobile, likes to see how 
the motor runs in gear and under re- 
sistance. Dr. Brown said that even the 
lightest exercise will often plainly in- 
dicate breathlessness, fatigue, pallor, 
pain and other symptoms that would 
be unnoticed without an exercise test. 


Uncovers Obscure Defects 


He admitted that the universal use of 
an exercise test at present 1s impossible, 
principally because of competitive rea- 


sons. He contended, however, that a 
test of this character could be used 
more often with good results. Dr. 


Brown pointed to the fact that many 
physical defects in apparently sound ap- 
plicants were developed by the army 


Brown of the Pruden- | 
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physicians during the war. This, Dr. 
Brown said, was significant, in that it 
showed plainly that perhaps a majority 
of applicants for life insurance have a 
latent physical impairment of some 
kind. 


Should Have Uniform Test 

Dr. Brown’s paper was discussed by 
Dr. O. FF. Maxon of the Franklin Life 
of Springfield. Dr. Maxon said that 
the exercise test emphasized cardiac 
abnormalities. Dr. Maxon said that 


| the companies should adopt a uniform 


exercise test, but that an elaborate test 
would never be accepted by a majority 
of companies. Dr. Charles Lyman 
Greene, the well known heart specialist 
of St. Paul, said that the army test con- 
sisting of hopping 100 times on one 
foot is too severe, and that something 


more moderate would have to be de- 
signed by lite companies. 
Talk By Dr. Neuhof 
Practically all of Thursday was 
given over to a heart symposium. Dr. 
Selian Neuhof, the well known heart 


specialist of New York City discussed 


“The Heart as a Factor in Life Insur- 
ance Examinations,” and “Modern 
Methods in Diagnosing Heart Trou- 
bles.” Dr. Neuhof followed his talk 


with lantern slides and motion pictures. 
He discussed particularly low blood 
pressure. 
sure in young individuals is often en- 
tirely compatible with a normal heart. 
He stated that too much emphasis is 
often placed upon low blood pressure, 
when as a matter of fact, it in numerous 
instances does not indicate heart dis- 
orders. 


He said that low blood pres- | 


Dr. L. F. Barker, the Baltimore heart 
specialist, said that from 10 to 15 per 
cent of all deaths are due to organic 
diseases of the heart. Many of these, 
he stated, may not be apparent at the 
time of a life insurance examination. He 


urged life insurance medical men to 
give greater study to the heart. Both 


Dr. Neuhof and Dr. Barker declared 
very emphatically that the life insurance 
medical man who understands the heart 
thoroughly is in a position to detect 
impairments that might entirely escape 
the attention of the medical man who 
has not made a special study of cardiac 
complications. 


Essay By Dr. Greene 

Dr. Charles Lyman Greene of St. 
Paul, who appeared before the medical 
section of the American Life Conven- 
tion two years ago, contributed to the 
heart symposium with a discussion of 
“Unrecognized Myocardial Insufficien- 
cies of Middle Age.” Dr. Greene illus- 
trated his talk with lantern slides and 
diagrams. 

The essays on the heart submitted by 
the three specialists were discussed by 
Dr. H. W. Cook, medical director of 
the Northwestern National and Dr. W. 
F. Milroy of the Bankers Reserve. 





Other Subjects 


In addition to the heart symposium 
which was the big feature of the meet- 
ing, interesting papers were read on 
other subjects. “Sub-standard Forms 
of Insurance” discussed by George Gra 
ham of the Central States Life caused 
considerable comment. Mr. Graham’s 
paper was discussed by W. H. Mc- 
| Bride of the National Life & Accident 





THOMAS J. OWENS, President 


Capital, $200,000 


build a real life insurance company. 


DR. ALBERT SEATON, Vice-President and Medical Director 


CENTURY LIFE INSURANCE CO., inoianarotis 


NO ORGANIZATION EXPENSE 


All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 
of Indiana who believe in the ability of the management to partments of life insurance work. 


We offer agents experienced management, superior policy contracts, 
choice territory, progressive field and 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency— 


Tell us where you want to work 


ome office 


CLAUDE T. TUCK, Secretary 
Oceidental Building 


Surplus, $100,000 


methods and an 
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Insurance Company 
establishing rules to 


business. 








LIFE 


Milwaukee 





For twenty-seven years it has enforced a stringent Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage Rule which prohibits the acceptance of 
business from, or the payment of commissions to, other than an agent of the company. 
tion only is made in the case of legitimate surplus business and then only from a licensed agent 
of another company upon an anti-rebate agreement from him. 


For more than twenty-eight years it has adhered to its present Civil Service Rule which 
provides that all appointments to general agencies shall be made from those already connected 
with the company and otherwise qualified. 


To the literal enforcement of these rules is attributed, in large part, the success, high character 
and the loyalty of the agency force of 
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COMPANY 


The Northwestern Mutual Life 


agents against evils which demoralized the 


was the pioneer in 
protect itself and its 


Excep- 


Wisconsin 
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of Tennessee, Dr. James W. Glover of 
the American Life of Detroit, and 
Charles H. Beckett of the State Life of 
Indiana. <A paper on goiters was read 
by Dr. Pemberton of the Mayo Clinic 
ot Rochester, Minn., and discussed by 
Dr. T. H. Dickson of the Minnesota 
Mutual and Dr. E. J. Wilson of the 
Midland Mutual of Ohio. 

“Life Insurance and Cancer Control’ 
was discussed by I'rederic L. Hoffman, 
statistician of the Prudential. There 
was a_ business on Thursday 
evening and Friday was given over to a 
question box conducted by Dr. H. A 
Baker of the Kansas City Life. 


session 


Upholds Income Policy 


An interesting case regarding the 
monthly income policy came to light in 
San Francisco last week when the West- 
ern States Life was the winner in a case 
against the beneficiaries of a_ policy 
issued on the life of J. Wright. The 
beneficiaries wanted the money in a 
lump sum and the company contested 
the claim stating that Wright desired 
that the insurance be paid on the basis 
of $25 per month for twenty years. It 
was contended that Wright, prior to his 
demise had written the company re- 
questing that its income provisions be 
changed in accordance with terms of 
the policy but the Western States offi- 
cials say that nothing of this nature was 
received. T. G. Crothers, general coun- 
for the company, stated that they 
were little concerned how they paid the 
money due but that in this case Mr. 
Wright had specifically asked that his 
policy be a monthly income contract 
and that the company considered his 
own personal wishes before those of any 
beneficiary. The claimants sued for 
$6,000 and judgment was rendered by 
the court in favor of the company after 
the policy had been read and its pro- 
visions considered. The judge stated 
that nothing could change the printed 
words and meaning of the policy now 
that Wright had gone and expressed the 
thought that Wright purchased such a 


sel 


policy for a particular purpose. The 
court further commended the company 
on the stand it had taken. 
Prepare for Merger 
The Iowa and Illinois examiners are 
now in Waterloo, la., examining the 


Iowa Life of that city. As soon as the 
cetails are all consummated, the com- 
pany will be merged with the Interna- 
tional Life & Trust of Moline, Ill. Al- 
rcady two-thirds of the stockholders of 
both companies have voted favorably 
on the merger. 


St. Joseph Life’s New Actuary 


Frank B. Dilts has been appointed 
actuary for the St. Joseph Lite of St. 
Joseph, Mo. Mr. Dilts was formerly 
actuary for the Continental Life at 
Kansas City. Previous to going with 
the Continental he was associated with 
Frank J. Haight of Indianapolis. 





MANAGER WANTED 
Large, successfu General Insurance Office in 
Chicago is establishing Life Department. Wants 
experienced Life Insurance man who has demon- 
strated real ability to produce to act as Manager’ 
Address A-45, Care The National Underwriter. 








Something New 


Child’s Accidental Death Policy 
Pays from $100.00 to $500.00. 
Premium $2.00 per Year. Sold 
in Indiana, Illinois and Mich- 
gain. A Splendid Side Line for 


Insurance Solicitors. 


Home Accident & Health Ins. Co. 
South Bend, Ind. 
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LIFE AGENCY CHANGES 

J 

LOGAN GOES TO INDIANAPOLIS | have charge of the northern half of 


Cleveland Agent of the Provident Life 
& Trust Has Been Promoted 
to General Agency 


Harris B. Heylum, who for the last 
year has been acting general agent of 
the Provident Life & Trust in Indian- 
apolis, has resigned owing to continued 
ill health. Otis E, Logan has been 
appointed to succeed him. Mr. Logan 
has been connected with the Cleveland 
Agency where he has done splendid 
personal work and in addition has as- 
sisted in the development of the coun- 
try districts. He was born July 15, 


1880, at Canal Dover, O. He served 
in the Spanish-American war and 
studied signal engineering. He later 


became chief draughtsman for the sig- 
nal engineering department of the Lake 
Shore Railroad. 





Several Nebraska Changes 


The Nebraska general agency of the 


Lincoln National Life has been re- 
organized and the state is now under 
the supervision of Miss Doris M. 


Goethe as field supervisor. 
eral agencies are planned, working out 
ot Omaha, and a general agency has 
been placed at Lincoln. The remainder 
of the state will be covered by district 
agencies. W. C. Bronson, who with 
Miss Goethe held a general agency con- 
tract, has resigned and has been ap- 
pointed state agent for the National 
Life, U. S. A., for Nebraska. General 
Agent Keliher retains the general 
agency contract in Omaha and Mr. 
Bronson is to develope the state. 


Three gen- 


Willard Keen 

CHATTANOOGA, TENN., March 3. 
—-Announcement of the entrance of the 
State Mutual Life, Massachusetts into 
the Chattanooga field was made yester- 
day. Stephen Ireland, superintendent of 
agencies, spent the day in the city, or- 
ganizing the new branch, which will be 
in charge of Willard Keen, formerly oi 
Huntsville, Tenn. Mr. Keen, general 
agent in charge of the office, resigned 


the position of clerk and master of 
Roane county, Tenn., also as United 
States commissioner at Huntsville. 
Tenn., to accept his new position. Prior 


to this he was 
work for ten 


engaged in 
years. 


insurance 


Harry W. Anderson 

Harry W. 

the Mutual Trust Life 

land, Wis., has been 

superintendent of 
office. 


Anderson, general agent of 
of Chicago at Ash- 
appointed assistant 
agents at the home 


E. G. Schlanbusch 


E. G. Schlanbusch, former 
agent for the Iowa State Life at Crook- 
ston, Minn., has been appointed special 
representative for the northwest terri- 
tory, covering Minnesota, North Dakota 
and South Dakota, with headquarters at 
the company’s branch office at Minne- 
apolis. 


A. Stuart 


The Bankers Life of Des Moines has 
entered the State of Delaware and A. 


Stuart has been appointed as _ repre- 
sentative in Wilmington, Del. 
W. D. Barlow 
The Equitable Life of Iowa has 


entered Maryland, W. D. 
appointed as_ its 
Baltimore. 


Barlow being 
representative at 


Grant MacLeod 


Grant MacLeod, for ten years asso- 
ciated with the Pacific Mutual in Sheri- 
dan, Wyo., 
manager for 


that company and will 





| ter-Southern 


| in this 
| 


| surance 


general | 


Wyoming. Mr. MacLeod will continue 
to make his headquarters in Sheridan. 


Lee R. McCullough 


Manager Darby A. Day of the 
Life in Chicago has opened a branch 
office at 1122 West Lake street, Oak 
Park, Ill, under the supervision of Lee 
2. McCullough, district manager. 


Mutual 


Harry J. Stewart 


Harry J. Stewart has been appointed 
assistant superintendent of agents for | 
the Northern Department of the West 
Coast with headquarters at Portland, 
Oregon. Mr. Stewart is son of J. W. 


Stewart, superintendent for the com 
pany in that territory for the past ten 
years He has been cashier in the 


Portland office for some time. 


J. Edward Kaufmann 


}. Edward Kaufmann has been made 
ceneral agent of the Lincoln National 
Life for Lincoln, Neb. 





P. B. Taylor 


Phillip B. Taylor has become 
ciated with the Pacific Mutual General 
Agency of Felix M. Locher in the San 
Joaquin Valley in California Mr. Taylor 
identified with the Automobi 
‘alifornia 


asso 


has been 
Club of Southern ¢ 





Edwin Bonde 
Edwin Bonde, for a number of years 
one of the leaders of the Mutual Trust 
Life of Chicago in Minnesota has been 


transferred to the home office as field 


supervisor. 





N. C. Tulloss 


N. C. Tulloss of San Antonio, Tex., has 





been appointed regional sales manage! 
of the Bankers’ Life of Iowa for the 
Pacific Coast. He started his new work 
in the Seattle agency where he is help 
ing organize the sales force of E. A 
Griffith, new agency manager there. Mr: 
Tulloss was the leading producer of the 
Cherry & Cherry Agency of San Antonio 
L. Y. Whitenton 
L. Y. Whitenton, of Marianna, Ark., 


has established local offices of the In 
Life of Louisville, Ky., in 
and is ready for business. 
will include four counties 
of the state. 


Earle, Ark., 
His territory 
section 


State Must Be ~arywen 





NEW YORK, March 8.—It has beet 
decided by the appellate — sion of the 
supreme court of New York that the 


superintendent of insurance will be the 
official liquidator for all insolvent in 
companies rhe ruling was 


made in connection with the designating 
of a receiver for the Knickerbocket 
Life. The purpose of the law now on 


court holds, 1s 
agency of the 
adjustment of 


the statute books, the 
to provide through the 
state for the economical 


all obligations chargeable to an insolv 
ent insurance company No good can 
| develop, the court further held, by 


has been appointed district | 


transferring the assets of the 
from a state department to a 


company 
receiver 


Poynor Back to Old Love 


Tom Poynor has severed his con- 
nection with the United Fidelity Life 
of Dallas as agency director and re- 


turned to the Southern Union of Waco 
in his former capacity of vice-president 
and agency manager. 


Branch Managers Convene 


Beginning Monday, March 20, and 


extending through the week, a confer- 
ence of branch managers of the Phoe 

nix Mutual Life will be held at the} 
home office in Hartford. 


| 


| 





The Leading Life Company 
of the Dominion 


1921 


THE MOST PROFITABLE YEAR IN 
THE HISTORY OF THE COMPANY 


Results for Year Ended 31st December 


ASSETS ; : ° ° $129,372,127.33 
Increase for year ‘ , . 14,532,682.85 
CASH INCOME ; ° ; 31,107,149.16 
Increase for year : , . 2,355,570.73 
SURPLUS over all liabilities and capital 10,383,909.10 
Increase for year . : 2,019,241.95 
PROFITS paid or allotted to policyholders 1,849,089.95 


PAYMENTS to Policyholders, Death Claims, 


etc. : , , ° - 11,967,069.62 
ASSURANCES IN FORCE , : 536,718,130.53 

Increase for year : : ; 50,076,895 .36 
NEW ASSURANCES issued and paid for in 

cash ; : , : 90,030,035.66 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


HEAD OFFICE MONTREAL 














Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary period. 
Payments, begin immediately on approval of claim—no probationary period. 
Monthly payments, lifelong, conditioned on permanence of disability. 
Immediate waiver of future premiums—no waiting until next anniversary. 


Full amount of insurance paid when insured dies, without deduction for dis- 
ability payments or for premiums waived. 


This new disability provision brings the service of America’s oldest legal re- 
serve life insurance company still closer to the needs of the insuring public 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 




















Success Phe Ue OUR We have a contract for you under which your 
One ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miaiicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 

















=< 





24 


THE NATIONAL UNDERWRITER 


March 9, 1922 

















ACTUARIES 








me F. CAMPBELL 
CONSULTING 
ACTUARY 
$43 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











mae GUNN 
CONSULTING 
TUARY 


29 S. La Salle a CHICAGO 
Telephone, Randolph 3473 











_— J. HAIGHT 
CONSE TINO 
ACTUA 
810-813 ne ll Bldg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 








Sesame C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCO' 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 


E 
inations Made. Policies a all Life In- 


e Ay + ae The Law of 
ace . 
teres Big. OKLAHOMA CITY 








J H. NITCHIE 
ACTUARY} 


1523 Association Bldg. 19S. LaSalle St. 
Telephone State 4992 * CHICAGQ 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 











Consuttine Actuary 
402-404 Kraft Buildin 
NES IOWA 


Foe’ Son S. WITH INGTON 
DES MOI 


Tel. Walnat 3761 








OHN E. HIGDON } Actuaries & Examiners 


OHN C. HIGDON Kences Cie bet 














“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 








Burlington, Iowa 
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ESSAY CONTEST BIG SUCCESS | voted entirely to business-getting meth- 


Maine Association Succeeds in Arousing 
Interest in Life Insurance 
Throughout State 


PORTLAND, ME., March 7.—Prob- 
ably the most original, comprehensive, 
interesting and educational thrift-insur- 
ance campaign ever instituted in any 
part of the country closed here Satur- 
day. The campaign took the form of 
an impromptu prize essay contest open 
to all high schools of the state. 

The contest was suggested and spon- 
sored by the Maine Life Underwriters’ 
Association and after some prelimina- 
ries secured the cordial approval and 
support of the state superintendent of 
schools and many city superintendents 
and high school principals. 

How to get the pupils to make a 
study of the general subject was a 
problem. But the Maine Association 
had in its ranks one who had served 
15 years as a schoolmaster and as many 
years more is a leading underwriter, 
George S. Ellis, of the Phoenix Mutual 
at Portland. Upon Mr. Ellis, and Glen 
W. Starkey, deputy state superintend- 
ent of schools, fell the task of working 
out the scheme. 

Mr. Ellis took upon himself the prep- 
aration of a syllabus and suggestive 
topics and Mr. Starkey made arrange- 
ments whereby English teachers in all 
high schools of the state would devote 
one-half hour each day for ten days to 
consideration of insurance and thrift 
subjects, one being taken up each day. 

The syllabus was sent out ten days 
ahead of the actual writing of the essays 
and the daily program of study and in- 
struction was faithfully carried out. 

On Jan. 19 there was placed in each 
principal's hands, sealed, a single sheet 
of printed instructions. It contained the 
topic upon which the pupils would write 
impromptu essays during the period 
from 10 to 11 a, m., 
sheet said: “Write briefly on all three 
topics mentioned below, combining them 
into one complete essay.” 

The three topics were as follows: (a) 
“Of all teachers of thrift, life insurance 
is the safest and best.” (b) “Roosevelt 
said: ‘Life insurance increases the stabil- 
ity of the business world.’ Show that 
this is true in relation to (a) the indi- 
vidual and also in relation to (b) great 
national enterprises.” (c) “Life insur- 
ance may help to educate our children.” 
Discuss briefly. Concrete illustrations 
will add credit to your essay, 

More than 3,000 pupils competed, rep- 
resenting 48 high schools of the state. 
Three disinterested parties were given 
the essays with no knowledge as to the 
identity or residence of any of the 
writers. Lillian Gladys Rogers of Bath, 
16, won the first prize among those in 
the larger schools. First prize among 
the smaller schools went to Reginald F. 
MeCann of Orono. 

Saturday night Master McCann was the 
guest of honor at the annual banquet of 
the Maine Association in Portland. In 
fact he was the guest of the association 
for two whole days. But Saturday night 
he read his winning essay and was given 
a grand ovaticn, President W. D. Wy- 
man of the Berkshire Life and Secretary 
ik. H. McDonald of the Portland Chamber 
of Commerce were among the speakers 


and President Louis N. King of the Maine 


presided. 
*x* * 


Association 





ods and selling talks. The following day 
will be devoted by the majority of the 
companies to group meetings of their 
agents. Life insurance agents through- 
out Kentucky and southern Indiana will 
attend and many will probably stay over 
for the second day. 
* * * 

Marion, 0.—Representatives of ten of 
the different life companies represented 
in President Harding's home town met 
for the purpose of forming the Marion 
Association of Life Underwriters. C. E. 
Way, president of the Akron, Ohio, asso- 
ciation made an address and assisted in 
the organization. The following officers 
were elected: President, Frank Gegen- 
heimer, Union Central; Vice President, 
Charles R. Mouser, Metropolitan; Secre- 
tary and Treasurer, L. K. McGinnis, 
Massachusetts Mutual. 

2 2 

Evansville, Ind.—The life underwrit- 
ers of Evansville held a luncheon at a 
local hotel at noon on Saturday, March 
4 and the feature of the meeting was a 
talk by Dr. William R, Davidson, of this 
city on “Life Insurance Examination.” 
He discussed life insurance from the ex- 
aminer’s point of view and the talk 
proved highly interesting to the insur- 
ance men who attended. Owen Carr, 
cashier of the Morris Plan Bank of this 
city also made a short address. The 
meeting was presided over by John F. 
Baker, president of the local associa- 
tion and the meeting was in charge of 
V. M. Shively, agent for the Mutual Life 
of New York. 

*» * «& 

Philadelphia, Pa,—A straight-from-the- 
shoulder talk on life insurance from the 
banker’s viewpoint was given before the 


| Philadelphia association at a luncheon 


in the City Club on March 2 by Ira W 
Barnes, president of the Ninth National 
Bank, Philadelphia. The attendance was 
about 250. 

President Hunsicker of the Philadel- 
phia association said the relation of life 


| insurance to business is the best bet for 


When opened the | 


| quoted Emerson: 





Des Moines—The Iowa Life Under- | 


writers enjoyed their annual ladies night 
party Saturday night, over 200 being 
present. Roy Heartman, president and 
toastmaster, introduced Governor N. E 
Kendall, Cliff DePuy, publisher of the 
Underwriters Review and Sidney A. 
Foster of the Royal Union Life of Des 
Moines as chief speakers. 
+ . . 

Louisville, Ky—The Louisville Asso- 
ciation, of which Harvey White is presi- 
dent has announced that it will hold its 
annual sales congress in the Seelbach 
hotel March 30. John L. Schuff, of Cin- 
cinnati, president of the National Asso- 
ciation, will be the principal speaker of 
the full day session. Plans are being 


made to care for over 1,000 life under- 
writers at this meeting and it will be de- 


1922, including in his category the small- 
est businesses as well as the great cor- 
porations. In paving the way for an- 
nouncement of details of the coming 
sales congress, Mr. Hunsicker stressed 
the value of “workable ideas” and 
“Every man is my mas- 
ter in some one thing and of him I! 
learn.” 

Frank H. Sykes, superintendent of 
agencies of the Fidelity Mutual, raised 


|}a laugh by his unique presentation of 


the sales congress program. Announc- 
ing the registration fee as one dollar he 
computed on a time basis the cost of 
each speaker, the lowest rating being 
President Hunsicker, “three cents.” 

Frank D. Buser, agent for the Fidelity 
Mutual, ex-president of the Philadelphia 
Association and chairman of its law 
committee and member of the national 
executive committee, said 1,200 men 
were expected at the testimonial dinner 
March 13 to Commissioner Donaldson, 
adding that Mr. Donaldson's question- 
naire had virtually eliminated the float- 
ing life insurance agent in Pennsylvania. 

Mr. Barnes, the chief speaker at the 
luncheon, stressed the scarcity of tech- 
nically-trained men in industry who are 
willing to co-operate, and the difficulty 
of replacing such men when they drop 
out. “Business life insurance,” he de- 
clared, “is the only way to guard against 
such contingency and bridge over the 
loss in operating efficiency.” 

He explained the importance of the 
human equation in obtaining loans. 
“Suppose a man is honest, knows his 
business well and has known earning 
capacity but lacks adequate working 
capital, what can we do to help him? 


| You must be sure he will go safely 


| through the probationary period. 


A life 
insurance policy solves this doubt. A 
man of this kind deserves to be backed, 
because if he lives he will repay the 
loan, if not the life insurance will cover 
te 

Mr. Barnes warned against a very 
prevalent mistake in making business 
insurance policies payable to the part- 
nership instead of to the survivor, which 
of course gives the estate a claim on 
half the sum, at a time when the whole 
sum most probably would be needed to 
offset the loss of a certain amount of the 
brains which had been piloting the busi- 
ness. 


“All that its 
name implies” 


The 


Square 
deal 


Agency Contract 


Write for particulars. 
Nat hwenaly* 
@ardisa fife 


Home Office, Madison, Wis. 








FEDERAL UNION LIFE 
Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 

Your Income”’ 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








The Accumulation Policy 


is a combination of insurance 
and investmentin a new sense. 


Specimen Rate 
Age 35. .... .$31.90 per $1000 


The continued payment of the rate 

creates increasing benefits each year. 

As a seller it has no competition. 
Write us about it. 


NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General Ageney 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 








AGENCY CO-OPERATION 


through direct mail advertising is just 
one of the features which give Fidelity 
field men a distinct advantage. Last year 
we distributed 41,341 direct leads—all in- 
terested prospects who requested infor- 
mation. This service, and its original 
policy contracts, enabled Fidelity to show 
an increase of 28.35 per cent in paid busi- 
ness last year. 

Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $203,000,000. Faithfully serving 
insurers since 1878. 

A few openings for the right men. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, 
PHILADELPHIA 
Walter LeMar Talbot, President 

















More agents read The National Unéder- 
writer than any other weekly newspaper 
ef insurance. There are reasons—plenty 
of them. Our subscribers knew. 
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GreatRepublic Life Insurance Company | Great Southern Life 


LOS ANGELES, CALIFORNIA 
Insurance Company 





Capital, $500,000 Fully Paid HOUSTON.-DALLAS 
GREAT OPPORTUNITY FOR LIVE MEN ‘Texas’ Hundred Million Dollar Company’’ | 
oatenioaes, Has never issued a policy with 
meh The Cpe Be baa Comat Sine Hank Hang coy on Ml 
Mgr. Missouri and Kansas Mgr. Texas and Oklahemea Coupons 
Group Insurance 
W. H. SAVAGE, Vice-President and Ageney Director (No frills or trimmings) 


Issues only 


Plain, Simple Contracts 


Full Reserve Values 
(Cash, Paid Up or Extended Insurance) 
Full Total Disability Benefits 


1867 EQUIT ABLE LIFE 1922 |} Monthly Income Payments to Beneficiaries 


Insurance Company | 











We offer no inducements to agents except prompt service and fair 
treatment. All business conducted on strictly cash basis. 


OF IOWA 


Results of 1921 
Insurance in Force..................+:. $286,934,616.49 
ee egg $ 39,234,839.04 


a cee MASSACHUSETTS MUTUAL 
a aaiemaiataaie LIFE INSURANCE COMPANY 


E. P. GREENWOOD, President 






































Address:—Home Office: Des Moines 
INCORPORATED IN 1851 SPRINGFIELD, MASSACHUSETTS 
A company which throughout the Nrewoag years 
! bd | p ° ° of its history has ever enjoyed—because of its 
More Than A Million Policies Now in Force square dealing toward all and its long record of 
“7 _ ; low net cost—the good will of its policyholders, 
os four very meg igh ge cama pets pm the confidence and esteem of the insuring public, 
suiesasads ts aunts ae _ » ooo oe and the loyalty of its representatives. 
Jan.1,1911 Jan.1,1916 Jan. 1, 1921 JOSEPH C. BEHAN, Superintendent of Agencies 
Assets $ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 
Attractive opportunities open to agents in Ohio, Indiana, Kentucky, THE PERFECT PROTECTION POLICY OF 


West Virginia, Pennsylvania, Michigan, Illinois, and Missouri. T H E R E L I A N C E L ] F E 


The Western and Southern Life Insurance Co. gives you something absolutely new and different to talk to your 
W. J. WILLIAMS, President CINCINNATI, OHIO prospects. Gives you a chance to earn more money than you 


Organized February 23, 1888 | are now making. 
Our Life Insurance Contracts contain the most up-to-date clauses 


known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 


: THE TWIN CITY LIFE compari. Our agency entre ae a ibe ay can be made 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 

















Insurance Company Reliance Life Insurance Company of Pittsburgh "“Syian,™ Pittsburgh, Pa, 
SAINT PAUL MINNESOTA 
Insurance in Force, $4,421,000 ; . 
Surplus to Policyholders, 136,384 The Midland Mutual Life Insurance Company 
Do you want to locate in the Northwest? We can offer you 
liberal contracts in Minnesota, North Dakota or South Dakota. OF COLUMBUS, OHIO 
We are not trying to make a record for size, but we do write a nice 
clean business, combined with real service to our policyholders. Dr. W. O. Thompson, President 
F your viewpoint and ours agree, we can do business with each 
other. M. B. Arnold, First Vice-Pres. and Counsel 6. W. Steinman, Seoretary 
WRITE US tiie La 


A. M. MIKKELSON, Secy. J. IVAN RHEA, Supt. of Agents 
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Maintain Your Standard 


Every life insurance sales- 
man should have a stand- 
ard 


himself and of service to 


of achievement for 


his policyholders purposely 
set high enough to keep 
Like a 
good resolution, it gives 
him a definite, tangible 
goal to strive for, the gain- 


him scratching. 


ing of which carries with it 
ample material reward. 
And, again like a good 
resolution, the standard, 
to be of value, must be 
maintained. Ignore it, 
slight it or lower it for the 
sake of expediency and its 
pulling power rapidly 


deteriorates. 


ih. 


The Standard Life has built 
its ownsuccess by holding to 
its standard and has helped 
many young agents to the 
success that follows a 
proper appreciation of the 
value of a maintained 


They have 


learned to rely upon it for 


standard. 


standard performance. 
They know that their own 
efforts to obtain standard 
business from standard 


be ably 


seconded and that it pays 


people will 


to standardize with the 


Standard. 


STANDARD LIFE INSURANCE COMPANY 


Decatur, Illinois 


J. R. PAISLEY, President 


W. D. LIPE, Director of Agencies 





